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Talk Values—Not Price 


Tike it from us, the present 
period of depression will not last forever. The present 
period of operating shoe stores at a loss also won't 
last forever. But one thing we do hope will last for- 
ever, and that is the lesson of the past twelve months. 

First, remember this country and the wide world 
itself has not lost the power to produce, to invent, to 
improve, to buy and to sell. Maybe in the supreme 
wisdom of business cycles there should be a rise and 
fall in commodities and money to give us the proper 
balance of pessimism with optimism in the bitter sweet 
of human experience. 

So here we are on the bottom. Let’s speak spe- 
cifically on the item of shoe prices. They are low and 
maybe they can go lower; but not with a profit to the 
man at the fitting stool, to the man who owns the store, 
to the man who has sold the goods, to the man who 
has made them and to the long service of supplies 
that has contributed each its part in the assembling of 
a most remarkable item—the modern shoe. 

We are now pretty close to the level of commodity 
prices as of 1914. We now see the basic materials 
that go into shoes at lowest level. The actual shoes 
themselves are a bit above. The biggest selling shoe in 
the country is not a $3.50 shoe but a $5 shoe. 

All manner of costs go into the 1930 selling prices of 
shoes and yet there is no profit in them. What then is 
to be done? 

Certainly no national action can be taken to which all 
men would agree so that by a process of everybody tak- 
ing a common stand, every store can get a better price 
and thereby a better profit. No indeed, that’s not the 
way to step up. Other forces and factors force indi- 
vidual stores and industries to move their prices up. 

No legislation or commercial agreement can be made 
for there are always to be found men of cleverness who 
want to travel down their own road to a profit and who 
will not abide by any such agreement. Certain forces, 
however, are making it apparent that before long prices 
must go upward. 


From Robert E. Weschler of the Weschler Company, 
Inc., Erie, Pa., we get three of the very fundamental 
economic points indicating that the day is not far dis- 
tant when the standard of shoe store profit will be 
forced to go higher, not lower. Here they are: 

“Correct fitting makes it necessary to carry almost 
double the number of sizes, even in the novelty shoes, 
than has been necessary in the past. This causes larger 
stocks and larger carrying charges all along the line. 

“Our patrons also demand specialized service which 
forces us to employ only skilled shoe salesmen, and the 
cost of selling therefore is greater than ever. 

“Old Man Overhead is continually growing, and the 
recent article in your paper in regard to young men 
entering the shoe business, hits the nail on the head, and 
it means that larger salaries must be paid, and larger 
salaries are only possible by a larger margin. 


= this—increased profit 
does not necessarily mean a large profit per pair. A 
store profits best when it gets from the customer a 
number of small profits on a greater number of items 


bought. When it takes too big a profit per pair, it is 
sure to lose that customer. 

Good shoes have not been materially lowered in price 
at the factory but shoes in each maintained grade are 
coming through with better materials and workman- 
ship at the same or lower prices. 

Price is a matter of dollar symbols but value is a 
matter of balance between the right fit, the right colors 
and weeks of consumer satisfaction. 

Talk values not price. Retail shoe business is in a 
much healthier state right now than it has been in many 
years. It is fit to do a fitting job. It has put a right 
valuation upon service rendered. 


MadEDL) fleedleven 


Editor 









































L., the sunlight of sports 
contrast and color give youth and life to the wearer. 
Hence the tailored shoe for sports to suit the occasion 
for which it is styled. 

Forty-five thousand persons witnessed the clash 
between the English and American teams for the Inter- 
national Polo Championship at Meadowbrook on Satur- 
day and again forty thousand persons watched the final 
match on Wednesday. In checking over the crowds it 
was noticed that business men, clerks and business 
women were just as much in evidence as the leisurely 
living aristocrat. Everyone was well dressed in studied 
good taste. 

Black and white predominated with rich browns in 
second position. The one-piece frock of dull fabric, 
either novelty woolen or silk was particularly smart, 
being worn by lithe young women who emphasized the 

















America’s Greatest Sports Week 


Coming Trends in Footwear for Outdoors 
Foreshadowed at Meadowbrook and Yacht Races 
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swank and style of the clothes which they wore. 

Rich full colors were noticeable in the sunlight of 
sports and the true value of the forthcoming winter 
browns were a sincere indication of the winter clothing. 
Two or three Junior Leaguers were wearing footwear 
with a colonial tongue and strap. These shoes, worn 
with tweed frocks, carried out light weight calf and 
tailored lines and trim metal buckles. 

The wider use of seamings and stitched effects now 
showing in the place of overlays and underlays. Cord- 
ings and pipings are back in the picture again. Patent 
pipings and trims on black shoes will gradually super- 
sede the contrast. Collars and bandings, also belt and 
buckle motifs, are much used. Trim square and oblong 
buckles in harness motif were noticeable at Meadow- 
brook. Oddly twisted designs in yellow gold necklaces 
were reiterated in smart center pump shoe buckles. The 
playgrounds of Europe have already endorsed these 
ideas, as have America’s women who buy the moder- 
ately priced footwear. 


The brown shoe is gradually 
setting the pace for winter wear and likewise the brown 
shoe with a raisin cast. Attention is called to the fact 
that raisin brown footwear may be worn with greens 
and mixtures just as well as it can be worn with brown 





coats. 

The use of perforated patterns with underlays has 
paved the way, not only for the furtherance of economy 
on the part of the shoe house whose pattern charges are 
too high but for the development of a fashion right 
mode in harmony with present styles. The use of the 
tubular shoe lacings has given a trig snug outline to 
the throat of the oxford which has been sadly lacking 
before. 

The development and acceptance of novelty tweeds in 
town and daytime wear and the new sturdy lines of 
out-of-door frocks introduce plaids rough nubbins and 
startling mixtures which accent the importance of the 
tailored shoe with walking heel of leather or simulated 
or box heel for volume. 

Pump patterns have been perfected to the degree of 
Women who in past seasons have resisted 


sure fit. 
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pumps are now finding patterns which they can wear, 
and here is where the demi-oxford becomes an impor- 
tant addition to prevailing shoe types. 


The shoe buyer who has 
found a sure fitting last buys the same shoe year after 
year, moving or changing the saddle or trims at will. 
sy so doing the buyer concentrates on sizes and 
fills in on last year’s stocks. The habit of working 
with one or two houses and the surety of pattern right- 
ness allows the closest cooperation and understanding 
between the buyers’ needs and the manufacturer’s 
allowances. This practice eliminates all problems of 
buying with the exception of material and assures selec- 
tions with a 100 cents on a dollar sales appeal. The 
most successful buyers in the shoe industry today are 
carrying on business in just that way. 

When sales are featured do not buy quality to sell 
at a price but buy patterns at a price and the casual cus- 
tomer becomes a steady buyer. Value is more than 
looks and it is value that sells the second and third pair. 

Other interesting sports events with an important 
style significance were the running races at Belmont 
Park, the international yacht races off Newport and the 
national tennis championships at Forest Hills, L. I. 
Both of these events, like the polo games at Meadow- 
brook, attracted throngs of the socially prominent and 
fashionably correct folk of the East. A feature of the 
opening of the races at Belmont Park was the presence 
of 57 beautiful models from 23 of New York’s leading 
stores displaying the newest in feminine apparel for 
fall under the direction of the noted fashionist, Amos 
Parrish. 

Black and white, red, rust, brown and green stood 
out prominently in the living autumn color picture. 
presented by these models at Belmont Park, as did 
thin wools, featherweight tweeds and jerseys. 





In this photograph 
caught at the Inter- 
national Polo Contest, 
Mrs. John W. Mackay 
wears a simple three 
eyelet tie with coach- 
man’s coat, which is 
being featured by Fifth 
Avenue shops. Mr. 
Mackay wears a sturdy 
wing tip oxford. 
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Mr. and Mrs. T. 
Markoe Robertson 
photographed at 
M eadowbrook. 
Mrs. Robertson 
wears a plain 
pump pattern and 
Mr. Robertson is 
wearing a brown 
buck sport ox- 
ford. 














FASHION FACTS 


Leading Shoes Worn by Women Spectators 
International Polo, Meadowbrook Club, Wetherby, N. Y. 


. Russia calf combination. 

. All over lizard. 

. Mat kid black and brown. 

. Suede and patent. 

. Dark blue with beige pipings. 


ao & & 


National Tennis Championships at Forest Hills, L. 1. 


. Demi-oxford in low heels. 
. Seamless suede oxfords. 

. Pumps with buckles. 

. Spectator pumps. 

. Punched underlay types. 


ao & & 


International Yacht Races between England and America 
off Newport, R. I. 


. Rubber soled oxfords. 

. Brown and white combinations. 

. Dark brown pumps contrasting tweed. 
. Black in varied combinations. 

. Black with white bandings and collars. 


no me & 


Opening of Fall Races—Belmont Park 


. Black suede pumps and oxfords. 

. Black dull kid pumps, high low heels. 
. Three eyelet ties in black and brown. 
. Low instep strap pumps. 

. Center buckle tongue step-ins. 
























T.. most noticeable 
trend in men’s shoe styles for fall is in the young men’s 
group designed for the college trade. Except in a few 
fresh-water college towns, the college and young busi- 
ness man is becoming “citified” as far as his footwear 
is concerned. Hence the swing of the style pendulum 
away from the extreme wide toes and doggy shoes. 
While this movement was felt last year in some 
sections, it is now a fact almost all over the 
country. Extremes in men’s apparel—hats, clothes 
and shoes—do not stay in vogue for any great length 
of time. 

Big Eastern college style indications point to plenty 
of custom lasts with a slight amount of decorative 
punching, pinking and stitching to offset the plain- 
ness. 

From the Mississippi to the Allegheny Mountains 
collegians will buy heavy shoes with little gingerbread. 
On the West Coast, from Berkeley north, the very 
heavy soled, bellows tongue grain affairs built over 
medium wide English fasts will have the call. Southern 
California will naturally stick to the lighter weights 
that are in keeping with the climate. 

Louisiana and Texas are buying decidedly lighter 
colors and weights for their college trade than the 
rest of the country, save the Southeast. Lasts are 
coming narrower but not as narrow as both coasts 
will sell. 

Alabama will buy the lightest colors seen anywhere, 
while the entire Southeast will run close to Texas in 
color preferences. The only difference noted in the 
fall orders was in lasts. Were, a good 10 per cent 
of the business was placed on a rounding English toe. 

Climatic conditions have al] to do with shoe color 
preferences for in the warmer sections very few dark 
clothes are worn in the winter. 


Considerable space *was given to college shoe indica- 
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Profitable Merchandising Carries 
Three Classifying Crades and Types 









Extreme Shoes Passing 


Influence of the City Changing Men's Lasts, 


Patterns and Materials 


tions but they reflect the buying trend of a large pro- 
portion of the male shoe pairage consumption and are 


therefore considered important. Shoes of this class 


are also the happy medium between the extremely jazz 
$5 and $6 High School plunder and the plain high- 
grade conservative type. 

Heels are about a 50-50 break between leather and 
rubber, with no issue between the two, except as to 
how a leather or rubber heel relates to the completed 
shoe. Some types of shoes need flanged or stitched 


leather heels, while on others a rubber heel is 


better. 

The picture of a well-balanced shoe stock is being 
greatly simplified this year from the last standpoint. 
Previously many stores were forced to carry two dis- 
tinct stocks, one with plenty of wood up forward, 
jor the young trade, and another for the older or more 


conservative business man. 


This fall will see custom fasts 


selling in the $6 and $7 grades where a year ago they 
could not be given away at these prices. Also except 
in a very few communities, the sale of wide toes 
has every indication of being limited to the High School 
trade. Even these boys are liable to switch suddenly 
when they realize that they are the only wearers of 
wide toes. 

Cities stil] retain their liking for custom types. The 
larger the city—the higher the grade served—more of 
this character wood used. A number of Eastern stores 
carry only two types of lasts, the custom for all ma- 
terials, and the full toes for the brogues. The lasts 
of the French family will not be seen in these establish- 
ments. 

Country-wide sales for winter show the French type 


of lasts having a big lead in popularity over all others. 
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The four best sellers are of the French type and 
represent 38% of the total sales ; .-. 3 

Next in importance is a medium custom last which 
is confined to the big city trade 

Another French, also a good sport last........... 

Full brogue 

Total of two custom lasts 


Modified French 
Balance divided among 40 other lasts ............ 


63% 
37% 


100% 


Full wide toes in the $7.50 grades headed the list 
a yearago. This year they are down to ninth place, and 
still slipping. 

A country-wide cross-section of the sales of men’s 
shoes retailing from $7.50 to $12, for November and 
December selling, is revealed by Chart A. 

This shows, with startling clearness, that two thirds 
of the anticipated sales will be of black material. 
Furthermore, it means that it will take real salesman- 
ship to sell double headers. With the coming season’s 
brown shades of such richness, they should prove a 
decided stimulant. This statement, however, is subject 
to sectional qualifications. 


CHART A 
These figures are based on sales of 350,000 pairs of men’s shoes 


retailing in price from $7.50 to $12.00 


Materials 
Black calf oxfords 
Black kid and kangaroo oxfords 
Black kid and kangaroo boots 
Black calf boots 
Black grain oxfords 
Black patent oxfords 
Brown cali oxiords 
Brown grain oxfords 
Brown calf boots 
TCOWR-KHT OMIOKOS cc vercvcccerceccetees 


Brown kid boots 


, Blacks 68% 





1. 0% Browns 32% . 
100% 





For Novemper AND DecemsBer SELLING 
Mews Street Shoes $6.00 and Down 








HIGH GRADE 
BIG CITY ONLY 


COUNTRY-WIDE 


AVERAGES 


Per Cone) Per Cent. 
of Per Cent. of Per Cent. 


Materials Material<( of Lasts {| Materials( of Lasts 





Black calf.... 75 
Black kid 

Brown calf,..... 15 
Brown kid...... 

Black grain. : a8 
Brown grain.... 


Patent... 


CUSTOM 





Black calf......... 55 
esse kid. Spies 
Brown calf... .... 30 


Brown iid. eer’ 


Black eee 


FRENCH 
06 





10% met 45% 





pS ee 
Black kid. . 


Brown calf........ 
Brown kid 


FULL 
BROGUE 


3 He 
nF 


Brown grain....... 





1%} 


F 15 
30 ie 
15% 40 10% 


100% 100% ) 100% 


JESSE ADLER 


Shoe merchant of New York, answers 
George Ashton’s question, “What must a 


men’s man do?” 


First and foremost, men’s shoes must be designed and 
styled to be in keeping with the rest of their apparel. 
All sizes and widths must be manufactured. Retailers 


must buy a complete line of same in order to be in a 


position to fit their customers not only with the correct 
length of shoe, but with the necessary width, so that 


besides having absolute comfort because of well-fitted 


shoes, men will be wearing shoes that will retain their 
shape and look good. 

In America today, the well-dressed man is dressing 
harmoniously and giving a great deal of thought to color 
harmony, 


For business—with a brown suit, he wears russet 


brown shoes and his hose, shirt and cravat are brown 


or combine enough brown to harmonize with his shoes 
and suit. ; 

With a dark blue suit, he wears black shoes and hose, 
with shirt and cravat of a color to complement the rest 


of his apparel. 


For golf, he wears either moccasin, spiked or rubber 


soled shoes or a dozen and one other styles of two-toned 


combinations. The smartly dressed golfer may wear a 


brown sweater, brown hose and two-toned brown golf 


shoes, with white sport shirt or brown sport shirt and 
brown golf knickers. 


It is nO more expensive for a man to be well-dressed 


and it isn’t necessary to be a rich man to go through with 
the ensemble idea, }t is just as easy and simple, when 
a man is buying his season’s apparel, to get articles to 
harmonize and have a)) in good taste. 


\t is up to the shoe men to start the ball rolling and 


give enough publicity to styles, colors and fitting quali- 


ties of their footwear to give men the proper understand- 


ing from the bottom up. 
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IN NATION-WIDE SALE 


Custom type shoe is shown at top with 
double stitching on vamp and lightly per- 
forated double-stitched tip. 


Se, Bi, Ala. 


In the middle a wing tip pattern, smartly 
perforated and pinked, on a stylish brogue 
last. 


A smart shoe on the square toe French 
last is shown below. Plenty of stitching 
adds to the style appeal of this number. 


tn, hs, ha, 


Boots for the winter selling will run about 20 per 
cent of the total sales, with 90 per cent of them of 
black kid leather. Merchants indicate that only the 
older men are buying the boots, now. It is a noticeable 
fact, however, that 85 per cent of the men who will be 
sitting in the Los Angeles and St. Petersburg parks 
this winter will be wearing black kid boots. We mean 
the regular tourists—not bums. 

CHART C 


For NOVEMBER AND DECEMBER SELLING 
Men’s Street Shoes sae and Up 











HIGH- GRADE — 
TRA 
BIG any B NLY 


oF . ary -WIDE 
AGES 





Per Cent. 
Per Cent. of 
of Lasts | Materials 


Per Cent. 
Types of of 
Lasts Mate rials | Materials 


Per Cent. 
of Lasts 





Black calf.... 7 , 74 
Black kid and kang. 2 sity 05 
Brown calf... . 1s ass 15 
Brown kid... ek : 
Black grain. : Take 0s 
Brown grain.... ave 01 


100% 


CUSTOM 











Black calf.... 
Black kid........ 
Brown calf....... 
Brown kid... 
Black grain 
Brown grain.... 








FRENCH 





None 





Black calf........ s om 10 
Black kid. ...... ‘ ee hae 
Brown calf........ { date 15 
Brown kid.. ; Rood a : 
Black grain,..... 10 Sie 40 
Brown grain....... 10 35 


FUL 
BROGUE 








100% 100% 

















If checking the percentages of leathers, take the percentages of lasts 
into consideration. Take ‘Custom types of lasts, ae the big city and 
the as -wide figures indicate black grain will be sold- 5% to all 
leathers ig city figures mean 5% of 65% of the total sales, while 
covntry-wide are only 5% of 15% of the total sales—a considerable 
difference. : 

















CHART D 
Men's Arch Feature Shoes $10.00 and Up 
Materials 
Black calf 
Black kid 
Brown calf 
Brown kid 
Black grain 
Brown grain 


All full lasts, in keeping with the feature the shoe 
brings out. 

Many men given to wearing corrective footwear stick 
to black calf in the winter and brown kid 
summer. 


in the 


Tere is a rugged, virile, 


He-man style to the new men’s shoes for fall and winter 


wear. An era of stress and strain produces shoes—as 
it does men—of upstanding merit and outstanding 
character—men who can “take it on the chin” and carry 
through—shoes that take it on the shin and carry on. 

Grain finishes are still with us—Scotch, Heather, 
Norwegian or what have you? There’s no drought 
in these grains. The ten dollar sellers contain chocolate 
shade Scotch grains and wise ones predict it will be 
common practice to size up often on such numbers. In 
the lower priced shoes of winter types, cut from all over 
black Scotch grain as well as black Scotch grain 
trimmed with black Russia calf, have their places in all 
the representative lines. 

Very many men put comfort first—and so we have 
a more noticeable tendency toward flexible soles in some 
of the numbers cut from the heavier substance, grain 


Boot AND SHOE RECORDER 
.combining THE SHO& RETAILER, Sept. 20; 1930 























finished calf leathers. 
lighter iron soles but good sturdy bottoms possessing 
flexibility which afford immediate and additional com- 
fort features, minimizing the grief of breaking in 


This does not necessarily imply 


heavier winter footwear. 


The trend of toes in 
men’s shoes to retail at seven dollars up is gradually 
working toward the smaller, narrower, or custom effect. 
Shoes six dollars down still carry the so-called balloon 
type toe or modifications of the “balloon.” 

This present tendency toward shorter vamps and 
shorter effects in lasts is where merchants are dis- 
posed to “switch into low” knowing there’s “danger 
ahead” with chances for a decided “drop in the road” 
unless they pay careful attention that these altered pro- 
portions do not seriously interfere with correct fitting 
properties. And the safest plan is to make sure on this 
point before the shoes are placed on the shelves. “Ask 
the man who owns one!” 

In more conservative shoes the straight lace oxford 
will naturally prevail while in the wider toed or highly 
styled young men’s shoes the blucher pattern pre- 
dominates. On heavy winter type shoes some form of 
the wing tip is in the ascendancy and these will be more 
acceptable when perforated than if plainly stitched. 

In heels the vast and safe majority will run 7% to 
inch heights. No extreme flange effects are in evi- 
dence. There is a very limited percentage of slightly 
higher heels on certain types of narrow toed lasts requir- 
ing more elevation at the heel in order to bring the 
shoe forward to meet the steadily narrowing of trouser 
measurements where the pant leg overlaps the shoe. 
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GOOD FALL TYPES 


A medium weight shoe on square toe 
last, designed to promote the dressy effect 
that is in line with this season’s trend in 
men’s apparel, is shown at the top. 


A, 4 


The shoe in the middle is a swagger wing 
tip model that appeals to younger men. 
Plenty of pep and style; sturdy but not too 
heavy. 


ey ty 


Below a typical Scotch grain shoe such 
as college men like to wear, with straight 
tip and perforations. 


a a 


One independent shoe man is boosting his men’s busi- 
ness through having all the clothing salesmen in town 
on his payroll. Let’s qualify that by excepting the two 
clothing stores which have shoe departments. 

Each clothing man received a 25 cent bonus for all 
customers sent to the shoe store who buy a pair of 
shoes. Pay-off time is dramatically carried out each 
Monday morning in this fashion: Paul has a type- 
writfen list made out of all the customers sent by each 
clothing boy for the previous week. This is arranged 
by stores as—Brown Clothing Store, Mr. Black 6; Mr. 
White 4; Mr. Green 2, and so on. 


Catling at the Brown 


store he pays Black with six brand new quarters, White 


gets his four quarters, and Green his two. Then on to 
the next store where the same performance is repeated. 
There is a real kick in paying the men in new money and 
in 25 cent pieces. Last month there were 152 of the 
best Uncle Sam 25 cent pieces obtainable 
the mint which were given out to the boys around 
town. 


from 


One of those thrills of a life time came to a Boston 
shoe salesman when what seemed to be an ordinary 
business man announced that he intended to buy ten 
pairs of the best shoes in the house. The given ex- 
planation was to the effect that this man was fed 
up on paying big shoe bills for his wife and 18 year old 
daughter, while his own shoe closet was usually bare; 
hence his sudden desire to have a suitable collection of 
his own. 

There is an opportunity to develop more extra pair 
sales of men’s shoes. 
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Price Competition Fight 


| a study made of newspaper advertising for the 
past three weeks, the outstanding characteristic is 
that of “price comparison.” All over the country, the 
public is being urged to buy—with “ad-copy” indicat- 
ing unprecedented values. 

If all the advertisements were predicated on giving 
the public the most for their money, that would indeed 
be something worth commenting about; but we have 
noted this season—above all others—that malicicus 
competitive price advertising is the dominant note. 

When we see great department stores with past 
reputations for veracity issuing advertisements saying 
“Our shoes at $5.74 have all the characteristics of 
$22.50 shoes,” then we begin to wonder whether the 
public is dumb or the ad man is dumber still. 

In one newspaper, the amazing statement of one 
advertiser was backed up by a scientific laboratory test, 
in an effort to convince the public that shoes at $6 
were equivalent in every way of other shoes at $14.50. 
In the same issue, copy to the effect that “If you have 
been in the habit of paying $6, why pay more than 
$3.74 ?” 

And so it goes—comparison on top of comparison— 
all with the “holier than thou” on one store and an 
inference that a “Satan of high profit” is working 
in the other store. 

It doesn’t seem to us as though any other line goes 
so heavily into the comparison motif as shoes. There 
is no objection to a man’s selling his shoes at the lowest 
possible price, whether or not he makes a profit, but his 
advertising at least should be honest to the extent of 
not making preposterous claims out of line with com- 
mon sense. If there were less of this and more of 
constructive selling in retail shoe advertising we believe 
more shoes would be sold. 
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Independents Arise 


N the shake-down of business, the independent mer- 

chant is coming to the top. Chain store methods of 
merchandising are in many cases so standardized that 
they need a tremendous selling power in back of them 
to move the heavy inert mass. 

Individual initiative in merchandising is fettered by 
chain stores. 

The individual of the old school of merchandising. 
who had to do or die for himself, exerted himself and 
sold goods even when the selling wasn’t good. If he 
didn’t have goods on hand to sell, he bought goods 
that he could sell. And thousands and thousands of 
these individual merchants, each acting on his own, 
eventually got results. 

Now the chain store men may not exercise individual 
initiative, but have to keep in step with each other. 
They cannot get out and do something different, for as 
long as they are tied up with the chain. So we have 
the monotony of regularity, and standardization, which 
isn’t the best thing in the world for business—particu- 
larly when it is going through a major change. 


am 


Tired of Tariff 


HE fact that boots and shoes lead a handful of 
items to be reconsidered by the Tariff Commission 
at first filled us with a feeling of resentment. We had 
an idea that Congress should stop “kicking our dog 
around” ; but up and down the trade we sense a feeling 
of “Don’t care.” 
The busy business man is all tired out on the sub- 
ject of tariff. His attitude is best expressed by Calvin 
Coolidge: “A very bad tariff would be better than 
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constant agitation, uncertainty, foreign animosity and 
change.” 
So say we all of us! 


AAm 


Is Fitting Worth While? 


HERE is controversy everywhere on shoe fitting 

Some now believe shoes can be sold almost over the 
counter by salesmen who are dumb on fitting but keen 
on color and style. Is fitting worth while? 

Now Dr. Charles E. Everly of Oklahoma City, steps 
into our controversy with the following contribution: 

“Tt is very true that the average shoe clerk does NOT 
know anything about the anatomy of the foot, does not 
understand the shape of the normal foot and does not 
realize the seriousness of misfitting a person’s foot. 
If they did and had the opportunity of meeting the 
enormous number of cripples which present themselves 
at our offices each day and could understand the cause 
and remedy of these different conditions and actually 
discover that they alone are responsible for these dis- 
abilities—then I don’t believe that there would be many 
of them sleep well that night. They also would hesi- 
tate a long time before putting another short vamp, 
rounded toe or stiff shank shoe on another person’s 
foot. 

“The shoe salesman should be a man of intelligence 
and experience, not only in fitting shoes but should be 
an apt student in the construction of the foot, the cause 
of foot troubles and how to eliminate these conditions. 
The time is not far distant when a shoe clerk will of 
necessity take an examina- 


that time comes, the public will be protected in this all 
important matter. Barbers must be licensed and they 
merely cut hair and shave a face, but the man in whom 
you must place your confidence and trust and the health 
of your feet, may never have sold a shoe before in his 
life until he starts to work for you. So the licensing 
must come.” 

More and more this subject of shoe fitting is the 
most natural subject of the moment. For that reason, 
we are reopening the entire sbject of shoe fitting in 
a very thorough series of articles by Hugh Thompson. 
In this series, we start at the very beginning and show 
to every reader the practical side of shoe fitting. We 
have no intention of making a shoe man usurp the 
function of a doctor and orthopedic specialist. The 
shoe man can go a certain distance in the fitting of 
normal as well as troubled feet. When it comes to 
complicated foot elements, let the task then go to the 
most competent doctor in the community. 


AA & 


More Sales by Suggestion 


F you want a thrill in selling, go into one of those 
new, modern, live chain stores where men’s shirts and 
things are sold. Ask for a collar and try to get out 
without buying socks, ties, shirts, suspenders or some 
other thing you may or may not need. You will not 
be strong-armed or high-pressured. But you will be 
treated to an exhibition of salesmanship that may give 
you something to use in your own business. “It does 
no harm to ask,” as the 








tion, conducted by the State, 
which will subject him to a 
rigorous quiz to determine 
if that man is capable of 
fitting a human being’s foot 
in the proper manner. When 











two impulses? 





—When people need 
usually buy irrespective of eco- 
nomic conditions, 
have the price or the credit. When 
people desire things they usually 
' satisfy these desires only in periods 
of prosperity and full 


ment. 


—Will prosperity come again? 


—Yes, it’s on its way now — 1931 
should be a good, prosperous year 


for workers. 


Zour & ig: ail 


Boor aND SHOE RECORDER 
combining THE SHOE RETAILER, Sept. 20, 1930 


Ask Me Another 


—What makes people buy? 


—First, the need of things; second, 
the desire for things. 


—What’s the difference between these 


young man said to the lady 
when he wanted a kiss. 
Shoe stores by and large 
have not utilized the tre- 
mendous possibilities of 
suggestive selling. 








things they 


provided they 





employ- 


President. 














FIBULA 








| 


i, 
MALLEOWWS EXTERNUS 
>», CUBOID 
nae TUBEROSITY OF 
7~—"5th METATARSAL | we TATARSAL 
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TARSAL BONE 


Bones of the foot and lower 

leg which, with the muscles 

which control them, provide 

a firm foundation for the 

body in standing and the 

mechanical equipment for 
walking. 








A Marvelous Mechanism 


How the Human Foot and Leg Function Mechanically 
to Provide Transportation and Support for the Body 


Second of a series of articles about feet and footwear from the 
standpoint of foot health 


By HUGH THOMPSON 


List week we made some 
comparisons of the bones of the hand and the bones of 
the feet and began the consideration of the manner in 
which the weight of the body is transmitted to the feet. 
I said that there could be no intelligent consideration of 
the task of the feet without first understanding what 
that task is and how it is carried to the feet. The 
Femur, or thigh bone was described and it was shown 


that this is the longest and strongest bone in the human 


skeleton, reaching from the hip to the knee. 

The next longest bone in the body is that reaching 
from the knee to the ankle, known as the Tibia or shin 
bone. This bone receives the weight from the Femur 
above and transmits it to the top of the foot at the 
ankle joint. There is a second bone, the Fibula, in this 
part of the leg which is joined to the shin bone just 


below the knee and ends slightly below the shin bone 
at the back of the foot. This is a sort of brace for 
the shine bone and does not directly carry any of the 
weight. 

Below the lower end of the shin bone is a most 
interesting group of bones which receive the direct 
thrust of the body weight and to help you get this 
group more clearly in your mind we have reproduced 
the skeleton of the foot and lower leg. 

Directly under the end of the Tibia or shin bone you 
will notice an irregularly shaped bone which is called 
the Astragalus, or ankle bone. Under the Astragalus 
and extending backward and slightly outward is the 
Calcaneus or heel bone, more popularly called the Os 
Calcis. Forward of the Os Calcis, on the outer side 

[TURN TO PAGE 62, PLEASE] 
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What Business Needs Now lj 


ROGER W. BABSON GIVES FOUR 
CONCRETE SUGGESTIONS 
vwvv 

1—Reduce overhead by moving men from the 
office into the field. 


2—Give better measure to customers. 


3—Discover new products and new uses for 
present products. 


4—Spend more money on advertising. 


VvvVv 


| = W. Babson says: 


“Depressions are no longer an economic 
waste but now perform very useful func- 
tions. We do not refer to present conditions 
as a ‘business depression,’ but rather as a 
‘corrective period.” A normal business de- 
pression, such as the country is now wit- 
nessing, is useful in its important corrective 
results. To say that all unemployment is 
an economic loss, is to say that every night 
is an economic loss and every Sunday is an 
economic loss. Nights, Sundays and even 
vacation periods have definite economic uses 
and the country is far better off with these 
periods of rest than it would be without 
them. Hence, I am not disturbed by the 
present situation, although I do wish it had 
come a year or two earlier. The fact is 
that so long as there are excesses during 
periods of prosperity, these so-called ‘depres- 
sions’ must. come about once in so often in 
order to correct these many excesses and 
evils. I, therefore, am optimistic not merely 
in spite of present conditions, but rather, 
because of them. 

“The average man buys only on a rising 
market. In order to get people to buy cop- 
per, iron, lead or any other commodity, it is 
necessary to mark up the price thereof. This 
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Address by the great 

economist at 17th 

Annual National Bus- 
iness Conference. 


same principle is very evident in the stock 
market. The more the market goes down, 
the more people wish to sell. The more the 
market goes up, the more people wish to buy. 
In all departments of industry and com- 
merce, a rising market is a great stimulant to 
business. As it is impossible to have a ris- 
ing market continually, prices must be 
knocked down, once in so often, in order 
to have rising markets follow. Hence it is 
to the business man’s interest to have these 
declines as rapid as possible, so they will not 
last long. 

“Notwithstanding all the gloom and un- 
satisfactory carnings, crop reports, etc., 
there is just as.much money in the country 
today as ever. As the balance of trade more- 
over is still in our favor, there is probably 
more money in the country than ever before. 
There are just as many people here as ever 
and these people are just as healthy and as 
anxious to work. Our productive machin- 
ery, excepting in the textile industry which 
is in dire need of new equipment, is in bet- 
ter condition than ever. Talk about over- 
production is largely hysterical. With only 
20 per cent of the homes in this country 
having bath tubs, there certainly is no over- 

[TURN TO PAGE 60, PLEASE] 





















































Bicep is the least 
expensive of leathers in shoes and 
its use hinges largely on this fact. 
It is an excellent garment, glove and 
fancy leather but its use in shoes is 
declining. It is excelled in firm- 
ness, substance and resistance to 
distortion by calf, cattlehide upper 
and kid leather. Relatively its 
structure is loose and spongy, be- 
cause its fibers lie more or less 


parallel, instead of in a tightly inter- 
laced pattern. 

But, despite these qualities, the 
low cost of sheep leads to its use, 
to a limited extent for infants’ shoes, for slippers, 
women’s and children’s uppers and trim. Much wider 
use is made of it for shoe linings, sock and quarter 
linings, for facings and tongues. Its grain is attrac- 
tive and on glazing it takes a bright finish. 

There are nearly as many varieties of sheep as of 
goats, so that the total of 35-40 million skins tanned 
in this country annually represents many types of 
skins—and they come from lands all around the world. 
Prior to tanning the natural grease in sheepskins has 
to be removed by pressure or by chemical solvents. 

Tannage is by vegetable, chrome and alum processes, 
the latter, as usual, 
being employed to 
make white leather. 
Chrome or vegetable 
tanned sheep is gen- 
erally aniline dyed. 
Pigment finishes are 
used on the lower 
grades of vegetable 
tanned sheep. Because 
the vegetable tannages 
tend to make firmer 
skins soft and spongy 
by nature the chrome 

tannage has not the 


advantage in sheep 
lining leather that it 


—B 


Sheep Leather and Its 


Low Cost Makes It Suitable for Linings, Facings, 
Tongues, Etc., Particularly in Popular-Priced Shoes 


[Seventh of a series on All Leathers] 


Courtesy Bureau of Animal Husbandry 
U. 8. Department of Agriculture 





Sheep are raised for their wool which has to be removed (left) before the 

skins can be prepared for tanning. This operation is followed later by press- 

ing the skins to squeeze out most of the natural oils, as shown at the right. 
Some of these oils go into fat liquors. 






has in many shoe upper leathers. 

Finishing this leather involves the 
same processeses that are required 
to turn out higher-priced calf or kid 
but slightly less effort is put into 
appearance. The entire range of 
colors is possible and sheep leather 
is offered in a wide variety of shades 
so that the lining may match the 
shoe upper whenever this is desir- 


: RS qa : 





Many kinds of sheepskins are included in able. 

the 30 to 40 million skins tanned annu- 

ally in this country. This medium-wooled, 

cross-breed is a domestic sheep having a 
pelt of average value. 


Though higher-priced shoes are 
commonly lined with the same ma- 
terial as that used in the upper, 
sheep leather in the moderately- 
priced shoe is a logical leather to use. In this service it 
competes with lower grades of kid leather and cattle- 
hide splits. 

When trim or uppers are to be made of sheep, the 
leather is sometimes embossed to simulate more expen- 
sive leathers. Though neither this leather, nor sheep 
suede, can compare with the corresponding calf leathers, 
they are likely to be superior to certain fabrics which 
are the only materials to compete with them on a price 
basis. 

The natural grain of sheep is rather loose, it scratches 
quite readily, the leather feels spongy rather than tight 
and firm, and a strong 
pull will stretch it. So 
long as it is sold for 
what it is—least ex- 
pensive of leathers 
and at a price repre- 
senting fair appear- 
ance and durability— 
sheep leather can 
stand safely on_ its 
own feet. 

Sheap leather has a 
variety of uses out- 
side of the shoe indus- 
try. It is particularly 

[TURN TO PAGE 62, 

PLEASE} 


Left Photo Courtesy Swift € Co., Chicago 
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Announce Style Conference Plans 


Widespread Interest Develops in Semi-Annual Meeting and 
Spring Leather Display at Hotel Astor, October 
14th and 15th 


New YorK—Seldom in recent years 
has so much interest been shown by re- 
tailers, manufacturers, tanners, stylists 
and other interests in advance of the 
semi-annual meetings of the several 
styles committees of the industry, and 
the displays of new leathers for next 
Spring and Summer, which will be held 
at the Hotel Astor, New York City, 
October 14th and 15th. 

The joint committees representing 
retailers, tanners and manufacturers 
are busy with the preparation of the 
program for the meetings and the 
leather displays on both days. It is 
their aim to introduce new features and 
secure brilliant speakers for the big 
joint meeting on October 15th. Nego- 
tiations are in progress for the appear- 
ance of several speakers recognized for 
their understanding of style and the 
development of fashion trends in shoes, 
leather and wearing apparel, who also 
will be able to give counsel and advice 
on successful methods of merchandis- 
ing footwear and accessories. 

There will also be a highly artistic 
and educational demonstration of style 
by beautiful living models, to be spon- 
sored by one of the most representative 
etal style establishments in New 

ork. 

These activities on the second day 
of the meetings will complement the 
displays of leather in all the new colors 
and shades for next Spring and Sum- 
mer, which will be made in the grand 
ballroom of the Hotel Astor. These 
displays are made possible by the co- 
operation of upward of 50 of the most 
representative tanners of various kinds 
of upper leathers. Here is one place a 
retailer, or manufacturer, has an op- 
portunity of inspecting many lines of 
leathers and of securing first-hand in- 
formation from tanners and their sty)- 
ists as to the probable trend and devel- 
opment of the best selling colors and 
leathers for the coming season. The 
displays have become recognized as one 
of the big features of.the semi-annual 
meetings. 

In recent seasons tanners have been 


especially interested to note the increas- 
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ing number of retail buyers who have 
been attracted to the displays, and they 
feel that the inspirational and educa- 
tional value of them, particu'arly as 
they apply to new shoes for Spring and 
Summer, when style and color play so 
large a part in the merchandising, will 
result in still larger numbers being 
present this season. 


[TURN TO PAGE 52, PLEASE] 








Spring Shoe and Leather 
Colors for 1931 


Nine colors for women’s shoes 
will be portrayed on the 1931 
Spring Shoe and Leather Card 
to be issued shortly by the Tex- 
tile Color Card Association, it 
was announced this week by Mar- 
garet Hayden Rorke, managing 
director. 

These shades were chosen by 
the official color committee of the 
Tanners’ Council of America, the 
National Boot and Shoe Manu- 
facturers Association and the 
National Shoe Retailers Associa- 
tion, in cooperation with the Tex- 
tile Color Card Association. 

The new colors are: 

Sea Sand—A new light beige with a 
sandy cast. 

Putty Beige—A neutral medium beige, 
also sandy in cast and lacking the yel- 
lowish note of previous seasons. 

Indies Brown—A smart neutral brown. 

Swagger Brown—A medium __russet 
brown suitable for the walking shoe, 

Sky Gray—A true medium gray, a new 
color in shoe fashions. 

Paddock Green—A smart dark green, 





slightly yellower in cast than the greens 


of previous seasons. 
t—A deep rich red of the garnet 
Cc. 


Grena’ Pp 
family, as its French name indicates. 

In addition to the above, Al- 
mora and Admiralty Blue will be 
repeated from the 1930 Fall Sea- 
son Shoe and Leather Card be- 
cause of their continued style sig- 
nificance. 











Slight Gain in 
Production of 


Shoes in July 


Total Above June Figure But 
Far Below July, 1929 


WASHINGTON, D. C. — Production of 
shoes in July showed a very slight in- 
crease over June, according to the 
monthly summary issued by the Bureau 
of the Census here. The total for July 
was 23,958,006, as compared with 23,- 
904,402 the previous month. There was 
a marked decline from the production 
in July, 1929, however, when the total 
amounted to 30,222,645 pairs. This de- 
cline is doubtless explained in a meas- 
ure by the fact that buying for fail 
was delayed this year, with the result 
that a much smaller percentage of fall 
shoes were made in the month of July. 

July production this year was under 
that of the corresponding month of last 
year in.all of the various classes of 
shoes, both leather and fabric, on which 
figures are compiled by the Census 
Bureau.’ The decline was particularly 
noticeable in men’s shoes, of which 
6,208,276 pairs were manufactured in 
July of this year, as compared with 
8,271,774 in the corresponding month a 
year ago, and in women’s shoes, of 


-which the total for July, 1930, was 


8,923,658 pairs as against 11,171,011 
in July, 1929. 

Production of footwear covered in 
the Census Bureau figures shows a de- 
crease of 10 per cent for the period 
from J anuary to July inclusive, as com- 
pared with the corresponding period of 
1929. The factories covered by these 
statistics manufacture approximately 
95 per cent of the total output. 


H. F. Van Wye Retires from 
Eby Shoe Company 


PHILADELPHIA.—H. F. Van Wye has 
announced his retirement from the 
management of the Eby Shoe Company 
of Ephrata, Pa. After taking a vaca- 
tion he intends opening an office in 
Philadelphia as an industrial engineer. 
Mr. Van Wye, in his professional ca- 
pacity, was for a long time associated 
as a partner in the firm of Heverly & 


Hay, engineers and accountants. 
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Sales are-built by satisfied customers, And customer 
satisfaction-is created by giving the customer what 


he wants. Today, more than ever before, the customer 


demands style and comfort in footwear, 


“HOW DOES 
IT FEEL?” 


1S 


ALWAYS THE ANSWER 


when shoes are heel-and-toe- comforted with 
Armstrong's Cork Box Toes and Counters... 


UYING new shoes was once an ordeal). When old 
B shoes looked too reproachful, men bought another 
pair, walked around with “Ouch” written all over their 
faces for several days—then waited as long as possible 
before going through the same painful procedure again. 


But now the story is different 
for shoes have been made foot- 
friendly by Armstrong’s Cork Box 
Toes and Counters. “A new snappy 
pair of shoes! Deliver the old 
ones!”” The customer wears the 


new pair right out of the store. 


They won't hurt him a bit—and 
theyll still be good looking when 


he comes back for the next pair. 


Armstrong’s Cork Box Toes 








BLUNT TOE... .NARROW TOE 


rah ; No matter what the type or last ienbcetar 8 ag 
Cork Box Toes and Counters will addcomfort ae 


-and preserve style in qny welt shoe. 








and Counters give the maximum combination of style 
and comfort. The everlasting resilience of cork yields 
easily to foot movements—springs back into place just 
as easily—holds every style line right in place until 
the shoe is worn out. Wear a pair of cork-comforted 


shoes yourself. Put some in stock. 
You and your customers will make 
the same decision—“These are the 
shoes for me!” 

- Write to the Armstrong Cork 
Company, Cork Division, Lan- 
caster, Pa. (or our nearest branch 
office) for the names of leading 


manufacturers who " 
Armstrongs 


feature these modern 


cork-comforted shoes. Product 








ARMSTRONGS CORK 
) BOX TOES and COUNTERS 


Branch Offices at Your Service 
197 South St. 
811 Majestic Bldg. 


Cincinnati, On10 1017 Broadway 
St. Louis, Mo 204 S. Third St. 


Toronto 522 King St., West 
MonTREAL 1001 McGill Bldg. 


Boston, Mass 


MILWAUKEE, WI8 
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Window Demonstrates Craftsmanship 








The above display in one of the windows of La Salle Koch Company, Toledo depart- 


ment store, aroused so much interest that it was held over for two wecks. 


display featured a new $8.50 line of men’s shoes and showed lasts, leather, findings 


The 


and shoes in various stages of manufacture. The interest in this window suggests 
the value of educational displays in connection with men’s shoes. 








Reveals New Business Forces 


Field Work for Census of Distribution Practically Complete 
and Preliminary Reports Are About to Be Released 


By WILLIAM L. DALEY 


for United Business Publishers, Inc. 


_ WASHINGTON, D. C.—The field work 
in connection with the new Census of 
Distribution is ninety-five per cent 
complete. The editing, classification and 
tabulation of the early two million re- 
ports is keeping pace, and the first pre- 
liminary releases, for test purposes, 
for the four cities of El Paso, Trenton, 
Syracuse and Pueblo are being com- 
pleted this week covering retail distri- 
bution. All cities of 10,000 and over in 
population have been completed by the 
Retail division, except for Central Office 
returns from chain store organizations, 
and these are expected to be com- 
pleted within a few weeks. Well be- 
fore the end of this year, at the present 
rate of progress, there will be available 
to the business world a wealth of 
authoritative data which may lead to 
the scrapping of entire marketing pro- 
grams and the introduction of new 
methods to meet the new conditions. 

The preliminary reports referred to, 
which are pushed through ahead of the 
schedule for the purpose of testing the 
machinery of compilation, are to be fol- 
lowed in a few weeks by releases for 
more than 900 cities of 10,000 and 
over in population. This big release 
will give, for each city, the following 
information: 

The number of retailers engaged in 
each kind of business, such as shoes, 
hardware or furniture or grocery or 
department store. ; . 

The several types of organizations, 
such as independents, branch systems, 
local, sectional or national chains. 

If a chain system, the size of the 
chain of which the local store or stores 
are units, 
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Number of full-time employees ( with 
part-time employees to follow in a later 
compilation). ‘ , 

Total payroll of each kind of retail 
business. The amount paid part-time 
employees is included, but will be sepa- 
rately stated in a later compilation. 

Total inventory (stock on hand) for 
each kind of business. 

Total net sales of each kind of busi- 
ness, and per cent to total sales. 

The Retail Classification list makes 
significant distinctions between stores 
of different policy in thé same class of 
business. In shoes it distinguishes be- 
tween stores selling men’s shoes, those 
specializing in women’s shoes and the 
“family” type of store selling shoes for 


men, women and children. 


Joseph Muffley E-J Director 
—Dividend Declared 


Enpicott, N. Y.—At a meeting of 
the board of directors of Endicott John- 
son Corporation, held at Endicott, Sept. 
2, Joseph Muffley, manager of the Em- 
pire Specialty Footwear Company, a 
subsidiary of Endicott Johnson, was 
elected to the board of directors. Mr. 
Muffley succeeds Waddell Catchings of 
New York, who recently resigned. __ 

Mr. Muffley has been associated with 
Endicott Johnson for a number of 
years and is well known in the trade. 











At the same meeting the quarterly 
dividend of $1.75 on preferred and 
$1.25 on common stock was declared. 
This is at the regular rate, payable 
Oct. 1 to stockholders of record at the 
close of business Sept. 18, 


45 











Police Shoes 


at a Real 
Profit! 


Your profit on Police Shoes 
doesn’t come from the first 
pair, but from a_ steady 
repeat business. For this 
reason you need a shoe that 
on its own merits will 
sell the second, third and 
fourth pairs... . Try sell- 
ing this MUSEBECK PO- 
LICE SHOE with the 
DOUBLE-ARCH WEAR- 
STRAIGHT . features. 
From laces to the double 
thick soles, this shoe is 
sturdily built of quality ma- 
terials. Genuine Barbour 
Stormwelt. Calf. skin coun- 
ter lining. Specially tanned 
and treated upper leather. 
You'll see a difference in 
construction and opportuni- 
ties to build a real business 
the first look you take at 
this shoe. 


IN STOCK NUMBERS 


777-DS—Tlk. Evans Heavy Kid....... $4.60 


666-DS—Blk. Rueping’s Heavy Calf.... 4.60 


10-DS—Blk. Cif. Stormwelt.........+ 4.75 
11-DS—Blk.-Clf.-S-Welt-Long Ctr. .... 4.85 











B56, US. AE OF 


TERMS: 2% 20 DAYS, 30 DAYS 
NET 


MUSEBECK, 
SHOE COMPANY 
DANVILLE, ILLINOIS 
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HIGH GRADE UNBRANDED 
COMPO isan SHOES 


LEATHER 
A new, modern, scientific method 
of Shoe Making — Eliminating 
tacks, staples, nails and stitches, 
which assures better fit, longer 
wear, smarter appearance and 
faultless flexibility. 










Seamless Pumps, 20/8 Louis Heel 
1515 Patent 
1521 Black Moire Satin... 
1516 Black Demi-Glaze Kid 3.35 


4 5 to 8; B 4 to 8; 
C3 to 


Ly oe ety 16/8 Louis Heel 
1526 Black Maire’ Satin. || *3:28 
1527 Black Demi-Glaze Kid 3.35 
Many Other Styles—Write for Illustrated Catalog 
MORSE @ ROGERS 
N. Y. Branch International Shoe Co., Inc., Duane and Hudson Sts. 


“BABF” “7 


In Stock 


Black Patent Chrome, Calf Trim 
Silk Lace 

Black Calf, Pinseal Trim, Silk 
Kid Lace 


All Brown “Kia, Gold Lace. 
All Black Suede Calf, Silk Kid 


Lace. 
Brown Suede Calf, Brown Kid 
Green Kid 










Trim, Gold Lace. 
Green Suede Calf, 
Trim, Gold Lace. 
Jarried on long vamps, 


or ME OE < 5-6s2' eee ce 
20/8 Spike—3 to 8. 


14/8 Junior Louis—3 to 9. $2. 10 


B. FRIEDMAN SHOE COMPANY 
109 Reade Street New York City 


TWO BIG BETS 


IN STOCK 
$2.10 





One Ey 
Tie with gunmetal silk tf “Al 
kaffor kid with black patent Also “in 
in black suede with black and white 


with tip, foxing and heel of black 
lizard. Also in black suede with 
—F a 
suede rown mming. gh, bab 

High and baby spanish heels on college heels on each. oe ae 


BLEECKER SHOE oo” Emon, 138-40 Duane treet, 
New York City. 
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Crescent Continues 
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Many retailers will recall an important 


step taken by the Crescent Shoe Company § pa 
in July as part of their unusual program of § cai 
expansion—when they moved to their new §f pa 
headquarters at 131-133-135 Duane Street, 
Prior to this, in the fall of 1929 when §& nit 
business depression was prevalent, they § fa 
acted upon well founded foresight by in- § re: 
stituting drastic price cuts and generally 
increasing their entire line. 
vic 
This policy was soon justified by a tre- J to 
mendous increase in business and the assur- if 
ance of persistent good will and confidence § m 
on the part of thousands of retailers. bee 












“RADIANT ARCH” 
* STOUTS In 
1754—Women’s black kid vamp Sn 
and heel cover, black calf suede 901: 
quarter, center buckle, baby heel. = 
Width, EEE. Sizes, 3 to 9. .$3.75 O11: 
Also full line of bo 
Stouts in Operas, 928: 
Straps, Oxfords and 935! 
s Step-ins, in all 
- leathers.$3.50 to $3.85 A 
Samples Cheerfully Sent Prepaid 
POWELL & CAMPBELL Est. 1879 
122 Duane St. New York 











Greatest Shoe Value in the World! 
Dr. Carol’s Health Shoe 
All $2.50 


Se French Cord, Kid lining, Full 
Breasted Heels and Leather 
NY Inner Soles. 
3% to 9 E and EEE 

15/8 ‘Baby Heels 


No. 8500 Center Buckle 
6500—Patent. Mat calf or grey 
Rajah trim. 

8502—Bik. kid, same trim 
8504—Brown kid, tan Rajah trim. 
8506—Bik. suede. 


Nu-Way Shoe Co. 












No. 8520 Side Buckle 
8520—Patent Mat calf or grey 
Rajah trim. 
652i—Bik. kid, same trim. 
8525—Brown kid, tan Rajah trim. 


King of Stylish Stouts 161 Duane St. 
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Cresent 100% Compo Opera Pumps 












4406—Patent, 21/8 —_ $3. Se 
4407—Same in 15/8 Bab, 


Spike 
4408—Black Moire, 21/8 
4408—Kaffor kid, 21/8 
4410—Same in 


Spike 
4411—Black suede, 21/8 Spike 
4412—Same in 15/8 Baby 
3.65 













Bye... 2 2 Ksscceee No. 
Built On Our New Exclusive oo. 
Modified Toe Last. High Heels, 






AA to C. Baby Heels, A to C. All In Stock—At Once Delivery. 


CRESCENT SHOE CO. 
131-133-135 Duane St., New York City 
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MVOR UK MA 


es{ Remarkable Advance 
rtant In retrospect, the Crescent Shoe Com- 
ipany f pany can rightfully claim that they have 
im of ff capitalized on the poor conditions of the 





new ff past year. 


treet, 
Now, with inevitable improvement defi- 


when @ nitely in sight, Crescent can anticipate a 
they § far greater increase than the average, as a 
y in- # result of their wisdom and foresight. 


rally 
Members of the firm express their con- 


viction that many retailers would do well 
1 tre- JJ to grade down to the popular priced shoes 
ssur- § if they are anxious to take advantage of 
lence much business which in many localities has 
been neglected. 


14 
H” THE “PEDIKRAFT’”’ SHOE 
“Corrective” Goodyear Welts for Women 
In Stock Ready to Ship 
vamp Smart Styles Excellent Values 
suede 9015—Patent cut out Oxford........ $2.85 
y heel. 955—Black Kid cut out Oxford..... 2.85 
935—Brown Kid cut out Oxford..... 2.90 
- $3.75 9115—Patent center buckle strap.... 2.85 
9155—Black Kid center buckle strap. 2.85 
ne of 9135—Brown Kid center buckle strap. 2.90 
Iperas, 9285—1 -— i Kid side buckle wide 
ls and %55—Katfor Calf closed" Blucher 
all (OR pi 598 2.85 
> $3.85 All Leather Heels, Rubber Top Litts 
, ©, D. EE Width 





Pi or nd Orders 


LAZARUS FRIED & SONS, INC. 
120 Duane St., New York City 


1879 
York 


Re i ET 
vl Ml 5 
$2.95 Retailers In Stock 


No. 2005-—-Ptent leather, high 
eel. 

No. 2006—Patent leather, baby 
heel. 


No. 2007—Kaffor kid, high heel. 
No. 2008—Kaffor kid, baby heel. 
No. 2009—Brown kid, high heel. 
No. 2010—Brown kid, baby heel. 
No. 2030—Black satin, high heel. 
No. 2031—Black satin, baby heel. 



































at These Prices 


1841—Black Suede one = Semen 





snake overlay, 20 
1842—Same, 15/8 Baby Heel. 


1851—Same, Kaffor Kid Rajah snake 
overlay, 20/8 heel. 


1852—Same, 15/8 Baby Heel. 


1861—Same, Brown Kid Rajah Trim 
to match, 20/8 heel. 


1862—Same, 15/8 Baby Heel. 
187I1—Same, Patent with Kaffor Kid 
overlay, 20/8, 


J. WEISS SHOE CO. 
137 Duane Street New York City 
We Challenge Comparison with Any 
Other Shoes in the. Country 







1872—Same, 15/8 Baby Heel. 


Price $2.25 

















147 DUANE STREET 





umps 






Ultra Smart Lion 
Models 
Ready to Ship 







No. 6037 7 915 

“Lady Beverly’’ $2.15 “Mary Ann’ ; ‘$2.65 

6086-37—Patent Side Buckle; = 908- 9—Pat. Regent Baby & High Heel 
it. 





plivery. 
* with, Rajah = at 5 
ver Wave Baby and High Heels. 963- 4—Pat. A Orsay Baby & High Hi. 
po al Kid with Rajah and Cop- 986- 7—Sat. D’Orsay Baby & High Hl. 

t Wave. Bahy Heels i * 995- 5—Kaf. D’Orsay Baby & High Hi. 

LION SHOE COMPANY, Inc. 118 Duane St., N. ¥Y. C. 










Boor AND SHOB RECORDER 
combining THE SHOB RerAILER, Sept. 20, 1930 












Oxfords for Sports . 

Wear in black and 

brown Suede, High 
Grade turns. 


In Stock AA-C 


aka Suede Ox., Black 
Cf. trim., ee Cuban cov. 
hl. modified toe.......... $4. 


7078—Brown Suede Ox., 


Brown 
Kid trim, td Cuban cov. 
hl., modified toe.........- 4.60 


144 DUA iTS 


LEVEY BROTHERS SHOE CO., 145 Duane St. 
Look Over Our Line of 
Men’s Spats 
Reduced Price for Early Delivery 
From 
15 Cents a Pair 
Up 
Samples sent on request 
BLOG SHOE COMPANY, Inc. 




















oe Os | 


WHERE TO BUY 
Men’s Shoes 


le ie ee a 





NETTLETON 
Shoes of Worth 
A. E, NETTLETON CO. 


B. W. COOK, President 
N. ¥., U. S. A. 


MEN'S FINE {HOES EXCLUSIVELY 











Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 


Brockton, Mass. 














ONLY” 


“HIGHEST 


{ EAST WEYMOUTH. MASS. U.S.A. 














Bin ffioe 


WONEST ALL 


87 IN-STOCK STYLES FOR MEN 
11 IN-STOCK STYLES FOR BOYS 


EMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 


crew 




















STEADY PROFITABLE 
BUSINESS IS WANTED. SELL- 
; @& ; 





M. A. PACKARD CO., Makers 
———— BROCKTON 











Shoe Merchant Flies to Market 








When John H. Leh, buyer for Leh & Co. of Allentown, Pa. wants to see what’s 
new in footwear he hops into his plane ‘and flies to market. The above photo 
taken in the Rochester Airport shows Mr. Leh and his plane shortly after he 
landed. Left to right: Theodore Gutwin, Harvey Holmes and Guy Manley of E. 
P. Reed & Co.; Mr. Leh, E. Smith of Buffalo, and Lester Reed of E. P. Reed & Co. 








Business Good in Cincinnati 
Retail Stores 


CINCINNATI (UTPS)—Cincinnati re- 
tail shoe men report general business 
conditions good, with steady advances 
in sales. A touch of cold weather 
would add zest to lagging buyers. 

Black is the universal leading shade 
in all shops. A new style note creeps 
in the Smith Kasson Salon, showing a 
brown suede slipper with a decided 
green ribbon side tie. Side ties on 
black suede are also shown. A most 
attractive evening slipper is a combi- 
nation of black satin and white moire. 
in strap effect. 

Walk-Over Shoe Co. reports a gain 
in the first six months of the year. 
This store is featuring brown kid and 
calf, pumps and oxfords leading. 

Matrix Shee Co., Vine Street, show 
two most attractive contrasting dis- 
plays; one window being devoted en- 
tirely to black; the opposite window to 
brown with contrasting trims. R. A. 
Kesting, of this store, reports business 
very good. 

Joseph M. Smith, Florsheim Shoe 
Company, showing their usual conserv- 
ative styles in men’s shoes, states their 
shoes are adopting a more modified toe, 
with 95 per cent of the calls for rubber 
heels on informal shoes. 

H. M. Kendall, Smith Kasson down- 
stairs store, caters to the conservative 
woman who shops for style at a mod- 
erate price. Mr. Kendall’s department 
shows a record of twenty-five months 
equalling or above the average. Utiliz- 
ing two showcases at each end of his 
department for showing his goods, Mr. 
Kendall depreciates tables and racks as 
a medium for display, stressing neat- 
ness as an aid to succesful downstairs 
merchandising. Here, too, black is 
leading, with tans and browns second. 
Smith Kasson’s first half of this year 
shows a substantial gain in sales. 

Noteworthy of incident is the display 
in several shops of a patent leather tie 
and pump. The Stetson Shoe Co., Sin- 
ton Block, shows several in their win- 
dow along with the suedes and kid. 
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Merchants Entertained 


RocHEsTer, N. Y.—In conjunction 
with the twelfth annual convention of 
the New York State Shoe Retailers As- 
sociation, E. P. Reed & Co., manufac- 
turers of Matrix shoes for women, held 
a meeting at their factory on Sept. 9th. 
Matrix dealers from all parts of the 
state were invited to the factory where 
they were taken on a tour of inspec- 
tion, and they were entertained in the 
evening at a dinner held at the Oak 
Hill Country Club. 

Among those who attended the ban- 
quet were Eldridge Belheumer, B. 
Forman Co., Rochester; Tom Reed, W. 
I. Addis Co., Syracuse; Steel Geutwin; 
A. Davidson, Canandaigua; Ed Burke, 
Ogdensburg; Fred Fick, N. Tona- 
wanda; E. P. Elitharp, Watertown; 
Clarence Kelsey, Binghamton; Hoyt 
Milham, H. S. Barney Co., Schenec- 
tady; G. A. Lawson, C. J. Anderson 
Shop, Jamestown; Ed Flynn, Niagara 


4.Falls; Russel Chambers, Chambers & 


Sons, Toronto, Canada; E. Smith, Mat- 

rix Shoe Shop, Buffalo; John Leh, Al- 

lentown, Pa.; Fred Silsby, Conf Shoe 

Co., Geneva, and executives and mem- 

hare of the sales staff of E. P. Reed 
0. 


Conservatism in Men’s Shoes 
for Fall 


ATLANTA, GA. (UTPS) — Although 
new fall models are dbeing extensively 
shown by Atlanta shoe shops, business 
needs the stimulus of colder weather. 

A popular model in men’s shoes this 
fall, it is predicted, will be dark brown, 
with a medium toe. Generally speak- 
ing, all of the fall models are narrower 
than they were last year. Neither the 
square toe type nor the very narrow 
toe is much in evidence, although the 
tendency appears to be toward toes of 
the narrower form. 

Conservatism also marks the new 
fall models. While a few fancy lasts 
are on display to break the monotony, 
the demand has been mostly for unob- 





trusive and quiet lasts. 
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Ideal 
Spats— 
Shoe 


Ornaments 


O satisfy your customers and secure good profits, 
concentrate your buying from Manolis Manufac- 
turing Company. 
Spats 
Style 116, All Wool Felt, All Colors, Four Buttons $9.00 doz. prs. 


Style 112, American Cloth, Four Shank Buttons, 
All Colors, Leather Top Facing 


Style 113, Fn Wool Felt, Leather Piping, 


12.00 doz. prs. 


12.00 doz. prs. 
Style 114, ose Cloth, Leather Seams, Leather 
Piping, All Colors 


Style 117, American Cloth, Leather Piping, Four 
Buttons, All Colors 15.00 doz. prs. 


All spats can be made with snaps, with the exception of Style 
116, additional charge 50c. per dozen pairs. 

Rhinestone Shoe Ornaments $2.50 to $18.00 doz. prs. 
Cut Steel Buckles 1.00 to 17.00 a pair 


21.00 doz. prs. 


Manolis Manufacturing Company 
4248 No. Crawford Ave., Chicago, II. 








Students in famous Illinois clinic 


“STUDY. CHIROPODY 


Many of the world’s leading Chiropodists are former shoe people 
who have followed up their valuable experience at the fitting stool 
with a course ir, Chiropody. Today they are earning from $5,000 
to $15,000 a year. 

The opportunities for Chiropodists are unlimited. In the United 
States there‘are about 162,000 physicians, about 82,000 dentists, 
but only 5,000 Chiropodists! A virgin field! 

Course only 2 years at best known College of Chiropody in 
America equips you for practice. 16th year. You are ready to enter 
with four years high school or equivalent. Largest foot clinic in 
world — over 16,000 foot cases handled annually, large faculty 
physicians, surgeons, chiropodists. Write for catalog. No obligation. 


———-—-=—=—MAIL THIS COUPON TODAY -~—--"—— 

ILLINOIS COLLEGE OF CHIROPODY AND FOOT SURGERY 
1327 N. Clark St., Chicago, Illinois 

Gentlemen: Please send me, postage prepaid, latest catalog and complete 
infozmation relative to Chiropody and your school. 
Name. 
Street and Number. 
City. 




















BROOKLYN 
HAND TURNED 
SHOES 


The 
“Claudette” 


Progressive merchants are 
offered an excellent profit 
making and business building 
opportunity by featuring ED- 
CON hand turned shoes that 
can be profitably retailed at 


$8.50 


in all materials and with 
genuine reptilian trims. 


EDCON shoes set a new 
standard of value at a price 
that appeals to the greatest 
number of women. 


Samples gladly sent upon re- 
quest will convince you of 
the truth of this statement. 


EDCON 


Shoe Manufacturer 
300 Gold St. Brooklyn, N. Y. 
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WHERE TO BUY 
Men’s Shoes 


oo oom eo erm 





“A MAN’S DECISION” 


THE 


We 


Men’s 
Fine 
Shoes 
Ola 
Colony 
Shee Co. 
Brockton, 
Mass. 


SHOE 


Besten—183 Essex Street 
©. ¥.—15-917 Marbridge Bidg. 











WHERE TO BUY 


Women’s Shoes 





Ulira-Smart Sandals 


c 
combinations 


New York 








FOR WOMEN 
THE JOHN EBBERTS SHOE CO., INC. 
IN Buffalo, Y. STOCK 
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WHERE TO BUY 


Shoe Forms 


oe 6 Oa 


for Shoes and Hosiery 


made of white, 
transparent or colored 


tf FAIRYLITE 
Shoe Form Ine. Auburn, N. Y. 





~—— 


WHERE TO BUY 


Store Fixtures 


OE Te LOO, 


NEW GOODWIN CATALOG 
HOF STORE FIXTURES 
RE INSTALLATIONS 





Chicago Looks for Good Fall 


Definite Improvement Noted in Past Three Weeks—Conserv- 
ative Activity Predicted by Head of Marshall Field 


Cuicaco (UTPS) — The last three 
weeks have brought about a definite 
improvement in retail trade, which was 
interpreted by large State Street shoe 
merchants as a positive indication that 
the business depression has touched 
bottom and trade is now well launched 
on the upward trend. All agreed that 
the briskness of business with the ap- 
proach of autumn promises a normal 
fall. The increase is attributed in a 
large measure to the demand for fall 
styles brought about by cooler weather 





George Burrows Vice-Pres. 
of Sherwood Shoe Co. 


ROCHESTER, N. Y. 
—The Sherwood 
Shoe Company has 
announced the 
election of George 
Burrows as _ vice- 
president. 

The other offi- 
cers of the com- 
pany are: Fred- 
erick A. Sherwood, 
president; Charles 
W. Smith, treas- 
urer and general 
manager; Charles 
O. Fox, secretary; 
Jessie E. Haskins, assistant secretary ; 
John R. Fox, superintendent. The 
above six also comprise the board of 
directors. 

Mr. Burrows was formerly head of 
the Burrows Shoe Co. of Rochester and 
became associated with the Sherwood 
organization when the Burrows com- 
pany retired from business. 


George Burrows 


Ohio Retailers to Meet 
in Portsmouth, October Ist 


CoLuMBUS, OHIO (UTPS)—The date 
for the group meeting of retailers in 
various lines to be held at Portsmouth 
has been changed from Sept. 24 to 
Oct. 1. This announcement, made by 
Secretary C. E. Dittmer of the three 
associations participating, was made 
necessary because of the absence of 
some of the chairmen. 

The meeting is sponsored. by the 
Ohio Valley Retail Shoe Dealers Asso- 
ciation, the Ohio Retail Dry Goods 
Association, the Ohio Retail Clothiers 
and Furnishers Association and the 
Ohio Retail Jewelers Association. The 
latter association has become affiliated 
with the Ohio State Council of Retail 
Merchants and will participate in all 
future group meetings. 

The counties in the district are Pick- 
away, Ross, Highland, Clermont, Pike, 
Brown, Adams, Scioto and Lawrence. 
George Ahrend of Portsmouth is gen- 
eral chairman of the clothing group, 
W. W. Anderson of Portsmouth is 
chairman of the dry goods group, 
and Austin P. Hermann, Chilicothe, is 
chairman of the shoe group. 

Frank Stockdale, head of the store 
management division, will lead the 
discussion on “What Is Ahead.” 
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and the outfitting of students for 
schools and colleges. , 

Meanwhile, new fall styles continue 
to appear in ever-increasing numbers. 
One typical Cutler shoe is a four-eyelet 
oxford with Louis heel. The vamp and 
lace stay (cleverly overlaid and point- 
ed) are of genuine Rajah lizard, the 
quarter of black kid. A vertical ap- 
plique of lizard on the quarter adds 
smartness. 

Very smart is a black suede one- 
strap slipper at I. Miller’s. A cut-out 
skeleton model, it is edged with Java 
lizard about the throat and at the 
junction of the strap and quarter, there 
are three fan-shaped overlapping in- 
serts of lizard. 

One of the new Foster ensembles for 
autumn is a demi-dress slipper pro- 
duced in Ebony kid piped with light 
gray kid, in Ebony suede or black 
faille piped with patent leather, and in 
patent leather piped with beige kid. It 
has a bag to match. 

At Field’s, an oxford tie of mat kid 
with perforated tip, lace stay and fox- 
ing of lizard is proving a good school 
number. Wolock & Bauer show an im- 
ported tweed tie oxford in black or 
brown with kid foxing and tip. A cir- 
cular applique of kid over the instep 
adds a smart touch. Charles A. Ste- 
vens displays a stunning four-eyelet 
oxford in black, green wood, or wine- 
stone suede, and in black or blue kid. 
It also has a circular applique about 
the instep. 

The past small advance in August is 
considered as a harbinger of a steadily 
increasing fall trade, although some 
shoe merchants say that they consider 
the best policy one of caution. Summer 
months are seasonally slow, so that 
merchants could not measure depres- 
sion, but with the trade indices giving 
positive pickup signs, they now an- 
nounce that the business of the next 
quarter may exceed that of the same 
period for 1929. 

Commenting on the situation in gen- 
eral, John McKinlay, president of Mar- 
shall Field & Company, said: “We are 
looking forward to a conservative and 





very active fall business. From the 
statements of out-of-town merchants, 
we know that conditions in the country 
are sound.” 


New Store in Oakland 


OAKLAND, CAL. (UTPS)—Three new 
shoe stores are scheduled to open in 
Oakland this Fall, a good indication of 
the way retail sales have held up in 
this city despite the general depression. 

The recently incorporated State- 
Wide Shoe Company is to open its first 
shop on Broadway near Eleventh 
Street, this store to feature men’s and 
children’s shoes at moderate prices. 

Carol S. Wills will open his third 
Oakland store, this one to be located on 
Thirteenth Street, near Broadway. 
Jack Letray will have the management 
of this shop, as he has of the other two 
Oakland locations. 

Nisley Shoe Company, _ Columbus, 
Ohio, firm, will open their Oakland 





store on Broadway near Fourteenth. 
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WHERE TO BUY 


Men's & Women’s 
Slippers 


IN-STOCK Women’s D’Orsay 
lippers 


In 8 wide variety of 
colors — Combining style 


with comfort. _ Sreated by 
the manuf 


Mer, 
Pullman — 
Natlonally known 

SWAN SHOE CO., INC. BALTIMORE, MD. 


New York Ofieo—fivom 55), Marbridge Bids. 


An Absolute Fact 
| 


~~ te yo 

BORCO SLIPPERS are made better 
sell better—than 

pH on the market in “the al 


lar price class. 
Catalog on Request 


VINCENT HORWITZ CO, Inc. 
64-76 West 23rd St. New York City 


sot ete 

















High Grade Turn Males 
and D’Orsays 


Catalogue sent on 
request 


Paristyle Footwear Mfg. Co., Inc. 
and m 
New York City 








MEN’S FINE 


HAND TURNED 


SLIPPERS 
Manufactured 
by 


WwW. S. CHASE & SONS 
Haverhill, Mass. 


Room 501, Statler Bldg. 


Pull leather 


Send for Gaunaes. 


Boston Office: 











qNANS 


One 


@ 


Me. 484—Ten 
Bverets 
$2.08 


Me. 447—Tes 


“ie 








Oc B. EVANS SON 00., Wakefield, Mase, oO 





George E. Warren Dies 


Inventor Had Been With 
U. S. M. C. Since 1899 


Boston, Mass.—George E. Warren, 
of Swampscott, Mass., connected with 
the United Shoe Machinery Corpora- 
tion as an inventor since its formation, 
died suddenly Sept. 1 at his summer 
home in Brookfield, N. H. 

Mr, Warren was born in Bxeter, 
N. H., Oct. 31, 1860. After completing 
his studies in the schools of his native 
town and at M. I. T., he entered the 
Exeter Machine Works, where his first 
contact with machinery was estab- 
lished. Later he was connected with 
the Rockingham Shoe Machinery Com- 
pany in Exeter, the Campbell Machine 
Company of Pawtucket, R. I., and the 
Goodyear Machinery Co. 

The Goodyear Machinery Company 
formed a part of the United Shoe Ma- 
chinery Company upon its consolida- 
tion in 1899, and Mr. Warren had been 
with that company up to the time of 
his death, where he enjoyed in the 
highest measure the esteem and confi- 
dence of all those with whom he came 
in contact. 

On June 30, 1888, Mr. Warren mar- 
ried Mary Agnes Weston, who survives 
him, with two daughters, Barbara and 
Helen, and a old, also con- 
nected with the Thited “Shoe Machinery 
Corp. at its plant in Beverly. 

Funeral services were hela in Brook- 
field on Sept. 3, with burial in Exeter, 
N. H. The services were attended by 
many friends and business associates, 


Able 


Paul Barcrofi to Manage New 
Department 


ATLANTA, GA. (UTPS)—Paul Bar- 
croft, manager of the Atlanta branch 
of the Florsheim Shoe Company, 77-A 
Peachtree Street, has resigned to ac- 
cept the position of manager of the 
new shoe department of the Zachry 
Clothing Company, 87 Peachtree Street, 

This department is a brand new one, 
Zachry’s up to this year having been 
an exclusive men’s wear store. Mr. 
Barcroft, in addition to his duties 
there, will take over the management 
of the Nettleton Shoe Shop, at 114 
Peachtree Street in the Piedmont Hotel 
Building. 

Mr. Barcroft has been in the shoe 
business for the past nine years, six 
of them with the Florsheim Company 
in Birmingham and Atlanta, and in 
the five years that he has been in 


charge of the Atlanta store he has 
built up a steadily increasing business. 


Substitution Alleged 
New YorK—The Adams Mfg. Co., 


Inc., has brought three individual suits 
against the Davis Box Toe Co. and 
Michael and Harry Karet, officers of 
this company. The complaint is based 


on alleged substitution of imitation box 
toes for genuine Ironad box toes, man- 


ufactured by the plaintiff. 

The Adams Mfg. Co. has an- 
nounced that the Davis Box Toe Co. 
is no longer the authorized distributor 


of Ironad box toe materials or the shoe 
buckrams manufactured by the Adams 
company. 


Announce Style Conference 


(CONTINUED FROM PAGE 43] 


, The Style Committees of the Na- 
tional Shoe Retailers, as usual, will 
convene at the Astor on Tuesday, Oc- 
tober 14th, Their meetings will be 
held in rooms that have been reserved 
for the purpose on the eighth floor of 
that hotel. The meetings will open at 
10 a. m. The committees, representing 
women’s shave, “volume” shoes, s0- 
called, men’s shoes and juvenile shoes 
will meet with fashion experts and styl- 
ists and draft their respective recom- 
mendations for the coming season. 

The work of hese committees con- 
stantly is receiving more and more 


support from retailers and manufactur- 
ers, Their recommendations have con- 
tributed substantially to a better under- 
standing of style trend and develop- 
ment by retailers everywhere by pro- 
viding them with a merchandising and 
business program as a guide to suc- 
cessful buying. 

J. Gordon MeNeil, of Thayer-Mc- 
Neil Co., the well-known retailers, of 
Boston, who is general chairman of the 
N.S.R.A. Styles Committees, will pre- 
Side over the deliberations of the com- 
mittees on October 14, assisted by 
Milton G. Harper, of Philadelphia, vice- 
chairman. Mr. McNeil was unable be- 
cause of illness to serve at the meet- 
ings last April, but he has entirely re- 
covered his health and will be present 
to direct the work. 

President A. H. Geuting, of the N.S. 
:. A., has appointed Clyde K. Taylor, of 

a Fyfe & Co., Detroit, Mich., the 
bales of the juvenile committee to 
succeed Maurice J. Yoskin, of Phila- 
delphia. Mr. Taylor is buyer and 
manager of the Fyfe store’s large 
children’s business and therefore ex- 
ceptionally fitted to assume the super- 
vision of the work of this important 
committee, 

Retailers of shoes are especially 
urged to attend the meetings and the 
displays of leather. There is no regis- 
tration fee. All meetings are open to 
them, as well as to other members of 


the trade. 


Good Business at Retail 
on Children’s Footwear 


Boston, MaAss.—Contrary to expec- 
tations, department stores and family 
shoe stores, with some few exceptions, 
did a healthy business on play and 
school shoes for children during the 
two weeks preceding and following La- 
bor Day. Some had to re-order in the 
midst of the selling rush. Calf, elk, 
patent and calf and elk combinations 
all sold well. It is conservatively esti- 
mated that, in pairs, at least, sales 
were fairly close to those of this time 


last year. 
There was decidedly more activity, 


also, in the women’s end of the busi- 
ness. Of the two seasonable colors— 
black and brown—black has been far in 
the lead to date. Black kid has proved 
to be the most popular leather, with a 
combination of black suede and black 
kid second. In evening slippers, black 
moire is selling best at present. Black 


and white genuine reptile and reptile 
prints are being bought as a trim for 


the black kid and black suede oxfords 


and pumps. 
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SWING SALES 
YOUR WAY 


demand.... 


Kepner Elk will help swing sales your way. Not only 
will its crisp beauty attract customers, bul, its fine wear- 
ing qualities assure the satisfactory service that makes 
repeat customers. 


Because of this fine appearance and unvarying quality, 
many manufacturers are using Kepner Elk exclusively 
in their Fall sport numbers. For greater sales stimulus, 
specify Kepner Elk. 


Cc. D. KEPNER LEATHER CO. 


The Friendly House of Boston 
137-139 South St., Boston, Mass. 





KEPNER ror _sront snore. 
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WHERE TO BUY 
Ballet Slippers 


Toe Stipper 


"_Geast orders 
8715 Hollywood Bivd., Hollywood, Cal. 


PROFITS 


Shoe retailers are finding 
} extra profits in theatrical 


| footwear these days. In- 

4 vestigate the profit possi- 
bilities of a theatrica) de- 
partment. 


Write us! 


y CHICAGO 
The. Heffert THEATRICAL SHOE CO.. 


209 S. State Street 


filled from: 





80 


at 





IN-STOCK 
BLACK KID BALLET SLIPPERS 
Ladiee—Misses—Childs, Soft and Hard Toe. 
PATENT A 
TAP DANCING 
FT SOLE RHYT 


all colors 
A K KID BOUDOIRS 
W. M. KILLORAN, Bex 1, Lynnfield, Mase. 


ND KID 
SHOES 
HM DANCING 
ANDALS 














Rights and 


Baa 


Twe Grades 


Wos. Miss. Oni. 
$1.50 $1.46 $1.40 
1.85 1.80 1.25 


Lefts 




















Lefts and 











In Stock Black Ballet 
Slippers 
Ladies’ $1.25 pair 
Misses’ $1.20 pair 
Child’s $1.15 pair 
BLOG SHOE CO., INC. 
147 Duane Street, 
New York City 











600—( Grade 
‘Top ) 


Miss. Childs 
1.45 1.40 1.45 
1.80 1.25 1.20 


Coast Prices Slightly Higher 


IN 
STOCK 


Los Angeles—1162 So. Hill Sst. 





On the Selling End 


News of Shoe Travelers and Sales Departments 


ILLIAM Mc- 

CABE is the 
territorial repre- 
sentative for The 
Harsh & Chapline 
Mfg. Co., Milwau- 
kee, in the State 
of Texas, which he 
covers from his 
home in San An- 
tonio. 

Mr. McCabe pos- 
sesses the fine abil- 
ity of holding the 
friendships of his 
associates in the 
trade, and is always up there in the 
records of sales with a “win, place or 
show” in the weekly records of the 
Harsh & Chapline sales force. 


William McCabe 


SHERWOOD Shoe Company of Roch- 
ester has signed Sam B. Vaisey, 
well known former Rochester shoe 
salesman, as Western representative on 
its welt line. Mr. Vaisey comes from a 
well known family of shoe men, his 
father and brothers having been en- 
gaged in the business. He has also 
had extensive retail experience. 


ROBERT M. McKNIGHT has joined 
the sales force of the Pedigo-Lake 
Shoe Company, taking charge of Mis- 
souri, Kansas and Oklahoma. Mr. Mc- 
Knight has for some years traveled the 
same territory for Krippendorf-Ditt- 
mann Company of Cincinnati, and is 
pai and favorably known in the terri- 
ory. 


PREMIER Shoe Co., Inc., of Long 

Island City, makers of footwear for 

women, have announced the opening of 

permanent display and sales rooms in 

a Marbridge Building, New York 
ity. 


GALESMEN of E. T. Wright & Co., 
Rockland, Mass., gathered at the 
factory for their regular fall sales con- 
ference during the week beginning 
September 8. For three days they were 
the guests of the officials of the com- 
pany, discussing sales plans, styles and 
company policies. The last and most 
important session of the conference 
was held all day at the Hotel Statler 
in Boston on Wednesday. : 

At this meeting there were four key- 
note speakers: Thomas McLaughlin, of 
the Curtis Publishing Co., who spoke 
on the Arch Preserver market; Dr. Jo- 
seph Lelyveld, recently elected pres- 
ident of the National Association of 
Chiropodists, who gave the.salesmen a 
new slant on retailing arid outlined the 
means whereby merchants can cooper- 
ate to their advantage with chiropod- 
ists and podiatrists; E. A. Burrill, who 
described a method of sizing for profit; 
and Griffin Halstead, president of the 
Halstead Oil Co., of Cincinnati and 
Oakland, California, whose subject was 
“Dynamic Salesmanship.” This meet- 
ing was presided over by A. W. Dono- 
van, president of the company. 

On Monday a trip was taken through 
the factory to study the new color 
scheme of walls, woodwork and even 
machinery—all designed to minimize 
eyestrain on the part of the worker and 
increase efficiency. On Tuesday, a feat- 
ure was the presence at the factory of 
the Boston Braves, who were the per- 
sonal guests of E. T. Wright, founder 
of the company. To each member of 
the squad Mr. Wright gave a pair of 
shoes. 

Following the meeting on Wednes- 
day, most of the salesmen left for their 
territories. 


CINCINNATI (UTPS) — Cincinnati 
shoe manufacturers report August 
business exceptionally good and well 
above ‘the month of July. 














All Set for Selling 








Executives and salesmen of E. T. Wright & Co., photographed during semi- 
annual sales conference at the factory at Rockland, Mass. 


Front row—left to right—L. McCarthy, C. J. Bobay, C. H. Luderman, L. E. 


Wright, E. T. Wright, A. F. Donovan, J. 


H. L. 


A. Munroe, A. W. Donovan, H. Burnett, 
Adams. 


Back row—left to right—F. M. Fishpaugh, B. W. Marrer, F. J. Sullivan, P. C. 


Jenkins, J. Edw. Kane, G. W. White, 


M. F. Baker, C. T. Walls, R. Llewellyn. 
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UPPER LEATHER 
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It forms the first impression when the 
shoe is taken from the box and that first 
impression goes far towards making the 
sale. 


When the shoe is tried on the foot, it is 
again the upper leather that must stand 
inspection. 


Obviously, great care should be used in 
the selection of the upper leather. LAW- 
RENCE upper leathers are produced from 
the finest raw stock. The tannage is the 
result of many years of experience. It pays 
to standardize on LAWRENCE RELIABLE 
LEATHERS. 


A. C. Lawrence Leather Co. 


BOSTON PEABODY, MASS. NEW YORK 
CHICAGO CINCINNATI 
PHILADELPHIA ST. LOUIS GLOVERSVILLE 





Ch eh hi li ill 


WHERE TO BUY 
Dancing Sandals 


oS oS ee 





Soft Sandals for 
Aesthetic Dancing 


Pearl Elk or Suede 

in stock. Also made 

in Black or Cream. 
Get our low prices — 
send for sample pairs. 
LAWSON-MILLER CO. 
Manufacturers 








Michigan 





GRECIAN 

DANCING +f 

SANDAL 
TS 


*KENDALL’S 


For Aesthetic 
Dancing 


IN STOCK 


IN GREY AND 
FAWN. 





A SIDELINE 
MONEY 
MAKER 


Send for Circular 


% KENDALL SHOE COMPANY * 
HAVERHIL MASS. 








WHERE TO BUY 
Dancing Shoes and Taps 





TAP SHOES 
No. 9780 $1.95 


Black Kid 





TAPS 
20c. Per Pr. 


BROOKS SHOE MBG. CO. 


Swanson and Ritner, Phila., Pa. 




















TAP DANCING SHOES OF 
TURN CONSTRUCTION 
Patent and Vici, 1% to 2 
2% to 8, Leather Heels 


Prepare for Big Tap 
Dancing Business 
This Fall and be sure 
that you order Turns 
for they 


and 


must 
flexible. 


The Norridgewock Shee Co., Inc. 
—__me NORRIDGEWOCK, MAINE 





COO OOOOOOOOOOOS OO OOO 


Ed. Cohen Operating Turn 
Factory in Brooklyn 


New YorkK—Ed. 
Cohen, well known 
shoe manufacturer 
and formerly 
treasurer of Wal- 
ter Weil, shoe 
manufacturers of 
Brooklyn, has _ re- 
cently organized 
and is operating a 
turn shoe factory 
at 300 Gold Street, 
Brooklyn. 

The name of the 
new concern is Ed- 
con. The factory 
will have a daily capacity of 400 pairs. 
Edcon is now manufacturing hand 
turned shoes to retail at $8.50 in all 
materials, including reptilian trims. 


Ed. Cohen 


George Corell Joins 
Pedigo-Lake 


St. Lovis— 
George Corell re- 
cently became as- 
sociated with Pe- 
digo-Lake Shoe 
Company. He is in 
charge of the pat- 
tern department. 
Mr. Corell former- 
ly was connected 
with the Boyd- 
Welsh Shoe Com- 
pany for a number 
of years in a like 
capacity. Mr. Co- 
rell is a designer 
of patterns and his skill in producing 
beauty and fit in his models is widely 
recognized. 


Blyn Opens on Fifth Avenue 


New York—The Blyn shoe organi- 
zation opened their new shop at 398 
Fifth Avenue, near 36th Street, on 
Wednesday, when a number of vaude- 
ville stars were present and a “perfect 
foot” contest was conducted. 

This new shop is Blyn’s first venture 
on Fifth Avenue, and is the eighth 
store of this firm in Manhattan. Al- 
though the Blyn Building has six floors, 
only the first three will be used for re- 
tailing for the present, and no plans 
have as yet been made for the remain- 
ing space. Street and informal foot- 
wear will be sold on the first floor, with 
the second floor devoted to evening slip- 
pers and the third given over to sport- 
wear. 

H. Nicholas Parker, for the past 
three years with the Blyn Company in 
a managerial capacity in Newark, 
Cleveland and recently in charge of the 
34th Street store, will serve as man- 
ager of the new shop. 


Edward M. Salomon Back 
from Europe 


New YorkK—Edward M. Salomon, of 
Salomon & Phillips, creators of style 
leathers, has returned on the Olympic, 
having spent several months abroad. 
He has been in direct contact with the 
leading European stylists and will fea- 
ture as usual leathers which are fash- 
ionable and in vogue for your shoes, 
bags and leather goods. 


George Corell 
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Fine New Shoe Department 
in Savannah Store 


SAVANNAH, Ga.— Levy’s handsome 
new shoe department held its official 
opening Sept. 4. The department pre- 
viously utilized for shoes on the first 
floor, Abercorn Street entrance, has 
been enlarged to almost three times its 
former space, and new fixtures have 
been installed throughout, including 
handsome chairs to replace the regula- 
tion stationary chairs, pretty tile smok- 
ing stands, new rugs, and a generous 
display of potted plants, giving the de- 
partment an attractive appearance. 
The store will also carry men’s shoes. 

The shoe department will carry 
hosiery and handbags. 

Of particular note are the ensemble 
outfits that Levy’s shoe department will 
carry this fall. These consist of shoes 
and handbags to match. One very 
smart set is made of black suede 
trimmed with cut steel beads. The 
shoe has delicate cut steel bows, and 
this note is reproduced on the handbag. 

Al Stiegel, manager and buyer for 
the department, states that suedes will 
be especially featured in ladies’ shoes 
this winter, blacks and browns are pre- 
dominating, he says, in this way fol- 
lowing the same trend in the ready-to- 
wear garments shown for fall wear. 
Green is coming to the front in foot- 
wear. They have models in suede-and- 
kid green combination that are destined 
to be popular. 

The demi-oxford type of shoe is also 
good, Mr. Siegel says. Black suede 
with a piping of silver kid is shown 
for the fall. Another dainty model in 
the pump style has a delicate “amulet” 
ornament on the vamp, shown in black 
suede and bronze. Bronze is coming 
back into greater popularity than ever, 
is forecast, keeping pace with the 
brown trend for fall clothes. Levy’s 
department will carry them only in the 
high grade of bronze kid. 

The department has added several 
salesmen to its personnel. They are 
Frank C. Brankston, Spencer McBride 
and Charles Strong. Miss Augusta 
Carter is hostess in the shoe depart- 
ment for the next few days. 

Mr. Stiegel had some emphatic style 
notes to mention for men’s winter 
shoes. Brown calf is coming back 
strong after a great popularity of 
blacks after several years, he says. 
The once-popular square toe is ve 
toward the more conservative cv 
made toes. Grain leathers are vei; 
good this fall. For evening wear men 
are favoring the dull kid oxford, which 
can also be worn on the street. For 
full dress the patent leather still is 
demanded however. 

An entirely new and valuable feature 
will be the special order service at 
Levy’s. Shoes can be ordered in special 
sizes to fit any foot without extra 
charge. This service is for both men 
and women. 


Dr. Charles T. David Dies 


New York—The offices of R. Stern 
Co., Inc., of 303 Fourth Avenue, 
New York, were closed last week for 
two days on account of the death of 
Dr. Charles Thomas David. Dr. David 
was a brother of Irwin W. David, gen- 
eral manager of the R. Stern Co., and 
of Herman David, who is also a mem- 
ber of the firm. 
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The New York Hotel 
FOR SHOE MEN 


The New Hotel 
PLYMOUTH 


49th Street, just East of Broadway, N. Y. 


Room, private bath, $2.50 daily 
7 Circulating Ice Water and Radio 


Single $2.50 $3.00 $3.50 
Double 3.00 3.50 4.00 


H. G. Yurdin, Manager 


“MANCHESTER” 


(Trade Mark Reg. U. 8. Pat. Off.) 






Make Your 
Hosiery Displays 
Sell Shoes 



































‘ 
Ht 
' 


: 





A window at Filene’s, Boston, showing how CalfHi Fairy 
Forms are used to display shoes as well as hosiery 






The only Nipper, t the right shape to cut tacks 
iuside of pag > Seabien cuttin aioen on inecle. 
Made of high-grade tool s nickel plated. Specify Genuine 
















™ "Gaeaneaae H# is a new idea in display! One you have prob- 

P. W. WHITOHER CO. Boston, Mass.—Chicago, IIL. Be bei ~~ neonate oid became e you 
| ee | nee ote me neerenes 
wee | THE | setter | Se in ete oo, ie 














together just as they are worn. 


C O L L I N G W O O D Take advantage of this double-barrelled selling 


feature by using Fairy Forms. If your jobber 


cannot supply you, write 
The Ideal New York Hotel for Buyers us. Boley Focte beable 


s s s 


Im the Heart of the Retail and Wholesale District mailed free on request. 















From $2.00 Single to $12.00 Suites SHOE FORM CO., INC. 
SETH H. MOSELEY, Cie, ’ ion W. CANNON, Me. Bir. Auburn, New York 













Licensed Manufacturing Branches 





















Unitep Last Co., Lrtp. 
Montreal, Que. 











New Edition 








Northampton Paris Lynn 
’ England France Mass. eb nr a Cal; Lins Fairy Perms am 
t 
Shoe and Leather Lexicon sate foro, end shoes. ight 133 
rice $4.50 pair. 









We are ready to take orders for at once delivery 
of the new and revised Shoe and Leather Lexicon. 
This handy book of the trade is in its sixth edi- 
tion, over 100,000 copies now in use. Price 50 
cents. 









AND FOREIGN PATENTS 






Boot and Shoe Recorder 
239 West 39th St. New York, N. Y. 
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WHERE TO BUY 
Spats 











IDEAL 


Reg. Trade Mark 


Manolis Products Will 
Give You More Profits. 
Spats $9.00 t 


lo ©$21.00 
Dez. Prs. Include Box- 
cloth. 


2.50 to 
Colonial 


Rhinestones $: 
pace. Include 
juckles. 
MANOLIS MFG. CO. 
4248 No. Crawford Ave. 
Chicago, til. 








‘Sta ndard’ 


Ss 
The world’s finest 
—backed by one of the 
ertising 
ever 








@ handsome box. 

Priced to retail 
-50 to $5.00 
rite for 
ples. . 





Watch “Standard” Spats in 1930 
$. Rauh & Co., 650 Sixth Ave., New York 
EE TTT ET 


ef == €e 


CONSISTENTLY 

THE BEST 
Perfection Spats 
have been manu- 
factured for the 
past 40 years in 
all the prevailing 
colors: Pearl Gray, 
Fawn, Taupe, and 
Tight Fawn. (Prices and samples on re- 
quest.) 


pyran Overgaiter Co., Ine. 
liege Street, Burlington, Vt. 
| 





















To Retail at 
$1.45, $1.95, 
$2.50 


aa, SNYG 
Spats 


Sample orders of two dozen assorted from our stock 
will be shipped on ten days’ approval for comparison 
with any higher priced spat on the market. 


When ordering samples mention price range. 


GOLD SEAL, 722 B’way, N. Y. C. 








DUNHILL SPATS 





TOPS THEM ALL 
IN STOCK NOW 
In All Selling Colors 


10 dozen lots $7.50 
Also Better Grades 
Samples on Request 

STAR FOOTWEAR ure. 


Herman Rosenheim Back On 
the Job 


New York—Af- 
ter an absence of 
more than a year, 
Herman Rosen- 
heim, president of 
the Best-Ever Slip- 
per Co., Inc., 
Brooklyn, N. Y., 


has returned to 
business. 
Mr. Rosenheim, 


who spent many 
years in the shoe 
business in Geor- 
gia, came to New 
York about ten 
years ago and founded the Best-Ever 
pag «4 Company. This company, un- 
der his guidance, has grown and pros- 
pered until today it is one of the lead- 
ing houses in its field, with customers 
in every civilzed country of the world. 





Herman Rosenheim 





New Pinet and Bonwit Teller 
Stores Open 


NEw YorK—Two important events in 
the retail shoe trade in New York oc- 
curred this week, one being the opening 
of the new store of F. Pinet Shoe Co., 
Inc., American subsidiary of F. Pinet 
Shoes of Paris, and the other the open- 
ing of the shoe department of Bonwit 
Teller in their beautiful new building, 
formerly the Stewart store at Fifth 
Avenue and Fifty-sixth Street. 

The Pinet’store; on the west side of 
Fifth Avenue at Fifty-fourth Street, 
offers a novel and different treatment 
architecturally both inside and out. 
The salesroom is in the Parisian style, 
in gray with a touch of tan and blue. 
‘The color treatment is carried out in 

angings on the walls, while the chairs 
are in individual colors. The effect is 
both different and pleasing. 

A. Raymond Webster, formerly with 
Saks-Fifth Avenue women’s shoe de- 
partment, is associate manager, with 
Andre Rouchaud, who has successfully 
directed Pinet shops in Paris and Lon- 
don, as general director of the Amer- 
ican corporation of F. Pinet of Paris. 

The new Bonwit Teller department 
has been developed in harmony with 
the treatment of the rest of the store. 
It is in semi-salon style, with artistic 
chairs and furniture in American wal- 
nut. The effect is one of quiet good 
taste and, while bordering somewhat on 
the modern art mode of decoration, is 
characterized by conservatism and re- 
straint. Jack Rogers, formerly assis- 
tant to Edward Cohen at Saks-Fifth 
Avenue, is the buyer and manager. 





Making Aviation Shoes 


Avon, Mass.—The Bows Moccasin 
Shoe Co. of Avon has been awarded a 
contract by the U. S. Navy department 
to furnish 250 pairs of shoes for navy 
fliers at a price of $7.95 per pair. 





Appointed Sales Agents 


New York —The exclusive United 
States sales agency for Chelsea boot 
polishes has been granted to Colt Crom- 
well Co., Inc., 12389 Broadway, New 
York. Chelsea polishes are made in 














50-54 No. 4th St., Philadelphia 





England. 
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Black and Brown with Reptile 
Trim Favored 


Kansas City, Mo. (UTPS)—Chand- 
ler’s biggest seller here is a genuine 
reptile trim shoe in black and brown 
kid, according to M. Silverman, man- 
ager of one of their three local stores. 
Suede is not selling as well now as it 
is expected to a little later on, when 
it will be shown in dark green and 
brick. 

The French tie, a three-eyelet oxford 
model without a tongue, is very smart 
and has proved popular with custom- 
ers. It is shown in black and brown, 
with light reptile trimmings. The 
preference seems to be for light trims, 
Mr. Silverman said, even on the black 
shoe, and never before have values in 
shoes been what they are this season. 
That is why the genuine reptile has 
taken with the clientele so well. 

A very good business is reported in 


evening slippers, due to the fact that 
Chandler’s tint slippers ~ without 
charge. 





New “Onco” Factory 


Peasopy, Mass.—The Brown Co. of 
Portland, Me., is starting a factory in 
the Verza buildings on Spring Street 
for finishing its “Onco” in the same 
manner that upper leather is finished, 
so that it may be used for uppers of 
shoes, and divers other leather goods. 
The factory has been. equipped with 
spraying and embossing machines, and 
other paraphernalia such as is used 
in the finishing departments of tan- 
neries. Roger Hill, a native of Pea- 
body, and a member of the technical 
staff of the Brown Co. for the past 
dozen years, is in charge of the new 
enterprise. 

“Onco,” a wood fiber sheeting, made 
in the paper mills of New Hampshire, 
has been in use for some time for the 
making of insoles of shoes. It is now 
being developed, in new weights and 
thicknesses, for vamps, quarters and 
trimmings of shoes. Experiments are 
going on with the use of the new 
material for outsoles of shoes. 





William A. Knipe Dies 


BostoN—William A. Knipe of Knipe 
Bros., Inc., Ward Hill, Mass., manufac- 
turers of men’s footwear, died at the 
Hale Hospital in Haverhill, Saturday, 
September 6, following an operation. 

Mr. Knipe, who was 85 years old, 
was well known in the manufacturing 
branch of the shoe industry with which 
he had been connected actively until 
shortly before his death. He had also 
invented a number of shoe devices, in- 
cluding a hinged last, also a patented 
a welting and a patented inner- 
sole. 

Mr. Knipe was a public-spirited citi- 
zen and was active in various trade 
associations. He at one time served as 
director of the New England Shoe and 
Leather Association, was a former 
president of the Haverhill Shoe Manu- 
facturers’ Association and was a 
builder of many dwellings. He donated 
to the people of Ward Hill a clubhouse, 
recreation field and _ schoolhouse, the 
William A. Knipe School being named 
for him. 















SPECIAL FEATURES 
OF THIS 


SPORTSMAN’S BOOT 
1—ROLL TOP BAND 











2—PULL STRAPS 


3—STUD HOOKS 
LEATHER LACES 


4—FULL GRAIN 
GUSSET 


5—HAND SEWED 
LEATHER LINED 
VAMP 


*  6—=-NARROW ANKLE 
7—WIDE BACK STAY 
8—LEATHER COUNTER 
AND In the line of heavy-duty shoes produced by 


doula Hand Made Shoe Company are several num- 





bers made with Genuine Barbour Stormwelt. 


We show one of the most popular, a 16 inch 





sportsman’s boot. 


Barbour Stormwelt is a very definite asset in 
a high grade boot of this description through 


its action in sealing the inseam against mois- 











ture and restraining the tendency to “tread 


“ 
over. 


This shoe is carried in stock. Address your 


inquiry to— 


HAND MADE SHOE CO. 
CHIPPEWA FALLS, WIS. 





QUALITY & SERVICE—ALWAYS 
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WHERE TO BUY 
Spats 








CHURCH’S 


IMPORTED CLOTH SPATS 


aleo white Ifnen spate for formal and 
theatrical affairs. 
LYONS & COMPANY 
122 Daane Street, New York, N. Y. 











Pe LPR? Pe BY Bar hi g®, jG je 


BOND STREET 





GREATEST SPAT LINE 


OF THE INOUSTRY 


~ 2 rT ™s 





WHERE TO BUY 
Children’s Slippers 








Approved by Medical Men 
As a fully ventilated 7 
the Burkley Ven- 
lated Foot Developer 
is unexcelled. Well 


surgeons recom- 
mend its use. 


Burkley Shoe Co. 


1156 No. Main St. 
Brockton, Mass. 

















Send for 
Catalog 






A Smart New Calf and Lizard 
Strap Acrobat In, Stook 


1 2 
SHAFT-PIERCE SHOE ob., FARIBAULT, MINN, 





























What Business Needs Now 


[CONTINUED FROM PAGE 27] 


production of bath tubs, and the same 
fact applies to a great many lines, The 
real reason for present conditions is 
not lack of money or over-production. 
but rather because the goods produced 
have not been properly distributed. 
The difficulty is not a lack of money, 
but rather a lack in the circulation of 
money. 

“During the past year the rate of the 
circulation of money has greatly de- 
clined. This means that the real solu- 
tion of the problem is not by reducing 
the production of goods, but by speed- 
ing up the circulation of money, This 
can readily be illustrated by assuming 
ten men on a desert island, with each 
having $100. If al) these men should 
hold their $100 and not buy anything, 
there would still be just as much 
money on the island; but business 
would be at an absolute standstill. If, 
however, each of these men should 
spend $50 per day, there would be good 
business on the island; while if each 
spent $100 a day, there would be great 
prosperity on the island. The more 
rapidly these $100 bills passed the 
rounds from one to the other, the 
greater the boom would be. Surely 
the need today is the speeding up of 
the circulation of money. Now, the 
question is, what is the sanest and 
most practical way of bringing about 
this result? ‘ 

“We will not get money to circulate 
faster by reducing wages, or by dis- 
charging employees, or by refusing to 
buy or by talking gloom. We will not 
get money to circulate faster by con- 
tinuing to operate obsolete machinery, 
supporting unnecessary overhead and 
allowing present forms of wicked 
wastes to go on longer. The circula- 
tion of money, however, can be speeded 
up, and the following are four definite 
suggestions as to how to bring this 
about: 

(1) Reduce Overhead ;—Industry and 
merchandising are today handicapped 
by useless and unnecessary overhead 
expenses, which are a great drag in the 
present situation. We should not dis- 
charge these men and women and throw 
them into the street unless by so doing it 
will force them to get into occupations 
for which they are better fitted. Noth- 
ing can be gained in the long run by 
throwing people out of work, but often 
much can be gained by forcing em- 
ployees to change their work. Every 
business has men in executive positions 
and in other inside work who should 
be outside, selling goods or rendering 
specia) services to the customers. 
Hence, my first recommendation is to 
get the drones out of the office into 
productive work. “Every business is 
spending too much on overhead; too 
many are supporting relatives, friends 
and former employees who are not giv- 
ing value received. During periods of 
prosperity it was very easy for such 
practices to come into existence, espe- 
cially in long established businesses, 
The first need of the hour is to put 
these people out into the field to en- 
courage consumption, Owing to their 
long experience as consumers them- 
selves, they should be ideal persons to 
tackle this new task! Such work is the 
first step to bring back prosperity. 
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“(2) Give Better Measure :—To stim- 
ulate consumption, it usually is neces. 
sary either to reduce the prices or to 
increase the value of the products. 
The time is now at hand when either 
or both of these things can be done in 
most lines, I am not so keen for price 
reduction as ] am for improving the 
product and giving better value for -the 
money paid. Reducing prices is much 
like reducing wages; both are like try- 
ing to raise oneself by the boot straps, 
Giving more goods, better goods and 
improved service for a dollar is the 
way to bring back prosperity. This 
means that wage workers can best help 
by taking more interest in their work 
and by working a little harder. Now 
is the time to look more at the product 
and less at the clock; to think more of 
the day work and Jess of the evening 
recreation; to take a real interest in 
the person who is to use the product 
and make it as if it were to be used by 
oneself. But the wage worker alone 
should not be expected to carry all the 
burden or make all the improvements. 
Executives, office help and the sales 
force can greatly help bring back pros- 
perity by giving good measure, pressed 
down and running over. 

“(8) Increase Research Work:— We 
all know how many employees the 
automobile industry uses today and the 


various direct and indirect ways that it 








gives employment. The invention and 
development of the automobile should 
largely be given the credit of the pros- 
perity which the country has enjoyed 
during the past decade. It, however, 
is not fair to think that the automobile 
is the last great new invention which 
is coming into general use. Even since 
the development of the automobile, we 
have had radio, airplanes and other 
things come into the field. Every new 
invention tends to hasten the circula- 
tion of. money. The rate at which 
money circulates depends far more upon 
the work of research laboratories than 
upon the work of banking institutions. 
This is why keen investors have always 
been partial to the securities of com- 
panies spending large sums on research 
work. All sane expenditures on re- 
search work directly improve the situ- 
ation. Research work finds new uses for 
present products and new products to 
supplement present products. There is 
nothing to fear from the so-called ‘me- 
chanical age’ of today, provided new 
products are continually being de- 
veloped. Hence, I say that a third 
method of bringing back prosperity is 
to expand appropriations for research 
work. 

_“(4) Advertise More:— Now is the 
time to inerease advertising appro- 
priations. Pe ; ? 

“Advertising today is performing a 
very important economic function. 
More advertising can now render a 
great and needed service in connection 
with speeding up the circulation of 
money. I believe that al] business con- 
cerns can help themselves and help the 
country as a whole by today increasing 
_their advertising appropriations. News- 
paper advertising, magazine advertis- 
ing and outdoor advertising can now 
perform a very patriotic service from 

\ {TURN TO PAGE 62, PLEASE] 
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A Marvelous Mechanism 
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is the cuboid and almost directly oppo- 
site, on the inner side of the foot is the 
Scaphoid. Forward of the Scaphoid 
and back of the great toe joint is 
the internal, or inner, Cuneiform, 
and next to it you will note the 
middle and external or outer Cunei- 
form. The middle and external Cunei- 
forms are wide at the top and narrower 
at the bottom, so that they wedge into 
the bone structure between the inner 
Cuneiform, the Scaphoid and the Cu- 
boid, forming a sort of Keystone to the 
arch of the foot. 

Forward of these are the five meta- 
tarsal bones, forming the instep. The 
first is the shortest and thickest. The 
second is the longest and the fifth ex- 
tends back to and overlaps the Cuboid. 
These five bones are articulated, or 
joined, solidly to the tarsal bones di- 
rectly back of them. In other words, 
these bones do not move in walking, 
except a slight gliding motion which 
will be referred to later. 

Forward of the Metatarsal bones are 
the Phalanges, or toe bones. These are 
hinged to the forward ends or heads 
of the Metatarsal bones forming what 
we know as the ball of the foot. 

The great toe has two of these Pha- 
langes and the other toes three each, 
all of them hinged and movable, just 
as your fingers are. The second toe is 
the longest, with a gradual shortening 
of the others until the little toe ends 
just a trifle back of a point opposite 
the center of the first Phalange of the 
great toe. You will also notice that the 
joining of these toe bones to the ends 
of the metatarsal or instep bones is not 
even across the foot. The second toe 
has its joint quite a bit forward of that 
of the great toe; the third toe joining 
is almost opposite the great toe joint, 
and the fourth and fifth each drop back 
a little. This forms an arched hollow 
in the sole of the foot back of the ball 
which you can readily locate on your 
own foot. 

We now have a fairly good picture of 
how the weight of the body is sustained 
by bone structure beginning with the 
Femur or thigh bone which receives the 
weight at the hip, the Tibia or shin 
bone which carries it on to the ankle, 
the Tarsal bones which receive it on 
the ground and the bones of the instep 
and toes which make it possible to 
swing the weight from one foot to the 
other, in other words, to walk. 

But these bones would be of no value 
whatever without a proper mechanism 
to control them. 

This brings us to a consideration of 
the muscles of the foot and leg, but I 
find that I am coming to the end of my 
allotted space for this week, and that 
is too big a subject to discuss now. So, 
we will let the muscles go over until 
next week. 

I have only room now for some gen- 
eral observations about these bones 
and joints we have been considering. 
These observations are important, and 
I hope you will keep them in mind 
when we come to consider the mechan- 
ics of walking. 

The hinged joints in the body are of 
three kinds; first, the rotary, those 
which rotate or move in various direc- 
tions, as in the shoulder, hip, wrist and 
thumb; second, angular, or those which 


bring one part of the body at right an- 
gles with another, as the knee and el- 
bow and the ball of the foot. : These 
are one-way joints. Third, gliding,“as 
in the tarsal and metatarsal bones of 
the feet and the corresponding bones of 
the hand. These bones are bound to- 
gether by bands of ligaments so nu- 
merous and so dense that doctors have 
told me it is practically impossible to 
dissect one without cutting a number 
of others. These ligaments are slightly 
elastic and permit of a slight gliding 
motion of the bones they confine and 


support but leaving them practically 
rigid. ; 


Sheep Leather and Its Uses 
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well adapted for gloves and garments. 
Glove leathers made of sheep or lamb 
include cape, suede, degrain, doeskin, 
chamois and flesher. Closely related is 
mocha. Sheep also is used for book- 
binding; for piano action parts, for hat 
sweat-bands, for the bellows of gas 
meters; in embossed or fancy finishes 
for novelties, handbags and a variety 
of small leather goods. Fancy sheep 
may be finished in full thickness of the 
skin or may be the top grain only 
(skiver) from which the flesh split 
(flesher) has been removed for other 
uses. Skivers are used to a large ex- 
tent for lining leather luggage, for 
books, and for such odd purposes as 
camera coverings. Many fleshers are oil 
tanned to make chamois. Boxing gloves, 
less expensive baseballs and footballs 
and low cost baseball gloves ordinarily 
are of specially tanned sheepskin. 
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which everyone may benefit. Hence, 
advertising is the fourth definite sug- 
gestion as to how the circulation of 
money can be speeded up and prosper- 
ity be brought back. 

“Of the four above concrete sugges- 
tions, perhaps advertising is the most 
important factor of all. Certainly ad- 
vertising should go hand in hand with 
the other three factors.’ Therefore, I 
wish to go on record today as definitely 
advising all clients to increase their 
advertising appropriations and to use 
newspapers, magazines and outdoor ad- 
vertising in their respective campaigns 
and communities. The need of the hour 
is to increase the circulation of money. 
The four best means of bringing this 
about are: (1) reducing overhead by 
moving men from the office into the 
field; (2) giving better measure to 
customers; (3) discovering new prod- 
ucts and new uses for present products; 
and (4) spending more money on adver- 
tising. As already stated, the balance 
of 1930 must show an improvement, 
whatever policy is followed by Ameri- 
can business; but what is to happen in 
1931 will largely be determined by the 
policy of American business toward 
these four recommendations given by 
me today:—Reduced overhead, better 
measure, more research work and in- 





creased advertising. 
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Business Changes 


CONNECTICUT—N Cc —, 7" 
Kendrick (Alex’s cami Hoan t Gaon en Se 
succeeded by Ruscoe Bros. 

ILLINOIS—Chica; Aub: : 
shoes; sold or elt on ae a 

10WA — Griswold — Welch Moore Shoe Co.; 
boots and shoes; reported sold out to E. O. 
Hines at Griswold, but continuing business at 
Atlantic, Iowa. 

KENTUCKY — Mayfield — Dick-Cloar & Co.: 
ery etc.; succeeded by J. E. Dick & 

on. 

MASSACHUSETTS — Brockton — Capt. Kidd 
Shoe Co.; manufacturers; reported sold or closed 
out business. 

Dimon Shoe Co. ; manufacturers; recently com- 
menced business. 


NEW YORK—New York City—Avalon Shoe 


Co., Inc.; boots and shoes; inc. authorized capi- 
tal $20,000. 

Gintell-Zeitz Shoe Co.; boots and shoes; in- 
corporated. 

Harold’s Shoes, Inc.; boots and shoes; in- 
corporated. 

Harry _& David Katz (Katz Bootery) (1365% 
Boston Road); boots and shoes; succeeded by 
Harry Katz. 

OKLAHOMA—Enid—R. B. Cole (“‘R. B. Cole 
Bootery”’) ; boots, shoes, etc.; sold or closed out 
business. 

PENNSYLVANIA—Morristown—Simon’s Boot 
Shop (not Inc.) (162 W. Main St.); reported 
sold or closed out business. 

WISCONSIN—Kenosha—Gateway Army Store 
(5515 6th Ave.) ; boots, shoes, etc.; reported re- 
moved to Waterford, Wis. 


Failures, Embarrassments, Etc. 


CALIFORNIA—Burbank—Joseph Reep; boots, 
shoes, etc.; reported petition in bankruptcy. 

Los Angeles—Dave Moss. (242 S. Main St.); 
boots, shoes, etc.; reported assigned. 

R. Samaha (“Quality Store’) (806 Mai : 
boots, shoes, etc. ; reported Le oniuan 

San Francisco—Edwards & Davis; boots, shoes, 
ete.; reported petition in bankruptcy. 

COLORADO — Cortez — Carl Gregory; boots, 
shoes, etc.; reported assigned. 

CONNECTICUT — Bridgeport — Aaron Louri 
(1251 Pembroke St.) ; boots, shoes, ete. : reported 
petition in bankruptcy. 

FLORIDA—Avon Park—Ralph C. Epperson; 
boots, shoes, etc.; reported petition in bank- 
ruptcy. 

Clewiston—Hudson The Clothier, Inc.; boots, 
shoes, etc.; reported petition in bankruptcy. 

Fort Pierce—Wilson & Buky, Inc.; boots and 
shoes; reported offering to compromise at 25 
per cent. 

Lakeland—Cyrus Wolfson; boots and shoes; 
reported petition in bankruptcy; reported re- 
ceiver appointed. 

West Palm Beach—Edwin Baker, Inc.; boots, 
shoes, etc.; reported petition in bankruptcy. 

ILLINOIS — Chicago — Weilworth Shoe Co. 
(11240 S. Michigan Ave.) ; boots and shoes; re- 
ported petition in bankruptcy. 

INDIANA — Liberty Center —H. F. Gerwig; 
boots, shoes, etc.; reported petition in bank- 
ruptcy. 

IOWA — Cherokee — Clay Clo. Co. (Sam S. 
Clay); boots, shoes, etc.; .reported offering to 
compromise at 83 per cent. 

KANSAS—Cherryvale—Ralph E. Hacker (“The 
Hub”); boots and shoes; reported petition in 
bankruptcy. 

MASSACHUSETTS — Boston — Joseph Citron 
(15 Poplar €t., Roslindale) (321 Summer St., 


East Boston); boots and shoes; reported as- 
signed. 

Brockton—John A. Karszes (‘‘Brockton Shoe 
Store”); boots and shoes; reported petition in 
bankruptcy. 

Indian Orchard—Simon I. Coven; boots, shoes, 
etc.; reported assigned. 

Lynn—Nelmer Shoe, Inc.; manufacturers; re- 
ported assigned; reported called meeting of 
creditors for Sept. 8. 

MICHIGAN — Detroit — Benj. Barnett (7850 
West Vernor Hy.); boots, shoes, ete.; reported 
petition in bankruptcy. 

Chas. R. Cornfield (11500 Mack Ave.) ; boots, 
shoes, etc.; reported petition in bankruptcy. 

Joseph Sominsky (967! Gratiot Ave.) ; boots, 
shoes, etc.; reported petition in bankruptcy. 

NEW JERSEY —New Brunswick — Bernard 
Goldstein (61 French St.); boots and shoes; re- 
ported called meeting of creditors for Sept. 4. 

NEW YORK—Brooklyn—Herman M. Belasco 
(551 Livonia Ave.); boots and shoes; reported 
called meeting of creditors for Sept. 4. 

Liebowitz Bros. (306 Utica Ave.); boots and 
shoes; reported assigned. 

OKLAHOMA—Enid—W. A. Pope (‘‘Pope Shoe 
Co.”") ; boots and shoes; reported assigned. 

RHODE ISLAND—Pawtucket (also Fall River, 
Mass.)—Maurice Yaffee (‘Lynn and Brockton 
Shoe Outlet”) (22 Main St.); boots and shoes; 
reported assigned. 

SOUTH CAROLINA — Florence —C. Insel; 
boots, shoes, etc.; reported petition in bank- 
ruptcy. 

TEXAS — Rankin — Salman Dry Goods Co.; 
boots, shozs, etc.; reported assigned. 

WISCONSIN — Rhinelander — Markham & 
Stone; boots, shoes, etc.; reported offering to 
compromise at 30 per cent. 


New Shoe Dealers 


New York, N. Y.—Avalon Shoe Co., Inc. 
Sardinia, Ohio—Cyclone Store, Inc. 
High Point, N. C.—Belk-Stevens Co. 


New York, N. Y¥.—Florsheim Shoe Store, 5th 
Ave. and 42nd St. (soon) 


Dover-Foxcroft, Me.—United Apparel Stores, 
Chandler Block. ; 


Vermillion, S. D.—Richard Stinson, Jr. 
. Madison, Wis.—Runnell’s Store, 29 East Main 
it. 


Mayfield, Ky.—J. E. Dick & Son. 
Gloucester, Mass.—Armstrong Shoe Co. (Mfr.) 
Cincinnati, Ohio—Bells Matrix Shops, Inc. 
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Garrett, Ky.—People’s General Store. 

Geneva, Ala.—Watson Mercantile Co. 

Winston-Salem, N. C.—Nat Sosnik, Inc. 

New York, N. Y.—Harold’s Shoes, Inc. 

Dillon, 8S. C.—Levine’s Store. 

Morgantown, W. Va.—Louis Melnicoff. 

Catawissa, Pa.—Crown Shoe Co. 

Clay Center, Neb.—J. H. Eller & Co. 

Bagdad, Ky.—Will Haydon. 

New York, N. Y.—Lefco Shoe Co., 101-103 
Duane St. 

Amarillo, Tex.—McDavid Bros. 
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Failures, Embarrassments and 
Bankruptcy Proceedings 


Willimantic, Conn.—Cut Price Army & Navy 
Stores, Inc. 

Medale, lowa—Fred L. Keith. 

Quincy, I1l.—Duncan General Store. 

Dallas, Tex.—B. T. Hunt, Jr., 1208 Elm St. 

Abilene, Tex.—Ernest Grissom, Inc. 

North Adams, Mass.—Alfred Fortin, Cole Ave. 


Philadelphia, Pa.—M. & K Bargain Store, 251 
S. 60th St. 


Henderson, Tex.—W. E. Reedy. 

Jersey City, N. J.—Eclipse Bargain Store, 441 
Jackson Ave. 

Port Huron, Mich.—Cochrane’s, 937 Military 
St. 


Clear Lake, 8. D.—H. J. Harlow. 

Fulton, Mich.—Thomas R. Mears. 

Lynn, Mass.—Enna Jettick Shoe Store, 323 
Union St. 

Greenville, N. C.—Miller-Jones Shoe Store, 
Wooten Bldg. 

Ellendale, Minn.—Ellsworth Nelson. 

Northfield, Minn.—C. F. Colvin. 

Oelwein, lowa—K. W. Hoaglin. 

Chippewa Falls, Wis.—Ed Segal, 12 W. Spring 
St. 

Deer River, Minn.—H. H. Harried. 

Glenwood, Minn.—Barney Rosenberg. 

Rhodes, Ilowa—N. M. Everhart. 

Mitchell, 8. D.—E. R. Gurney Store. 

Shively, Cal.—Herman Dryer. 

Brush Prarie, Wash.—W. L. Burt. 

Mt. Vernon, Wash.—C. A. Minor. 

Detroit, Mich.—Trowe Co. Shoe Dept., Inc., 
1275 Woodward Ave. 

Evans, Wash.—Zwang & Matson. 

Marcus, Wash.—Zwang & Matson. 

North Fork, Idaho.—D. P. Burch. 

Corvallis, Ore.—N. W. Pritchard, Monroe and 
4th Sts. 

Ione, Ore.—E. G. Noble. 

Spokane, Wash.— Thomas Panagos, 611 W. 
Riverside. 

Mt. Vernon, Ore.—Minor & Brady, Inc. 

Waconda, Ore.—Roy Campbell. 

Forest Grove, Ore.—The Watrous Co. 

Pullman, Wash.—O. D. Hawley, Cordova Bldg. 


Pattern Firm Announces 
Changes 


MILWAUKEE—Conaway - Wadsworth 
Incorporated has announced the dis- 
posal of its interest in men’s and boys 
styles and pattern service to Mr. Wads- 
worth and Mr. Snow, of the Conaway- 
Wadsworth organization, who have 
taken over the men’s and boys’ branch 
of the business under the corporate 
name of Wadsworth-Snow, Inc., with 
offices at 600 Enterprise Building, Mil- 
waukee. 

Conaway-Wadsworth, Incorporated, 
will hereafter be known as the C. W. 
Conaway, Co., Inc., and will continue 
with the same personnel as heretofore 
to specialize in women’s and juvenile 
fashions, styles and patterns. With 
direct connections in Brooklyn and 
Boston and with its cooperative ar- 
rangement with Conaway- Winter, Inc., 
in St. Louis, the company will continue 
its service in the women’s and juvenile 
branch of the business. 
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Getting More Shoes Sold Right; not 
only “more” but “right”; sold for the 
right purpose, to the right wearer, in 
the right fitting, for the right price, at 
the right profit. This is the great 
problem of the retail shoe merchants. 
The chief purpose of THE Boot anp 
Suoe Recorper is to help solve it; for 
this is the basic problem upon which 
depends the progress of the entire allied 
industries relating to shoes and leather, 
their production and distribution. 
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Air Mail Shoe Co., Cincinnati, Ohio 
Ault-Shackford Shoe Co., Auburn, Me. 


Bancroft-Walker Co., Boston, Mass. 

Bass, G. H., & Co., Wilton, Me 

Best Ever Slipper Co., Brooklyn, N. Y..... 
Biarritz Sandals, New York City 

Bleecker Shoe Co., New York City 

Blog Shoe Findings Co., New York City. .47, 54 
Brooks Shoe Mfg. Co., Phila., Pa. 

Burkley Shoe Co., Brockton, Mass. 

Burns, J. R., Shoe Co., Endicott, N. Y 


Chase, W. S., & Sons, Haverhill, Mass. 

Chapline-Mayer Shoe Co., Milwaukee, Wis.. 

Chicago Theatrical Shoe Co., Chicago, Ill... 54 

Clapp, Edwin, & Sons, Inc., E. Weymouth, 
ass. 

Coon, W. B., Co., Rochester, N. Y 

Crescent Shoe Co., New York City 


Daniels & Taylor Co., Derry, N. H 
Dickerson, Walker T., Co., Columbus, Ohio 93 
Dorothy Dodd Shoe Co., Boston, Mass... .36-37 


Ebberts, John, Shoe Co., Buffalo, N. Y. 

Edcon Shoe Mfr., Brooklyn, N. Y 

Edwards, J., & Co., Phila., Pa 

Emerson Shoe Mfg. Co., Rockland, Mass.... 48 
Evans’, L. B., Son Co., Wakefield, Mass. .52, 76 


Firestone Footwear Co., Boston, Mass. 
Fried, Lazarus, & Sons, New York City... 
Friedman, B., Shoe Co., New York City.... 


Gibbon, C. 8S., Phila., Pa 
Goodwill Shoe, Holliston, Mass 
Greeley, A. W., Co., Haverhill, Mass 





Grossman, Julius, Inc., Brooklyn, N. Y..... 
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Miller Rubber Co., Akron, Ohio...Front Cover 
Morse & Rogers, New York City 

Musebeck Shoe Co., Danville, Ill 


Natural Bridge Shoemakers, Lynchburg, Va. 89 
Nettleton, A. E., Syracuse, N. Y 
Norridgewock Shoe Co., Norridgewock, Me. 56 
NuWay Shoe Co., New York City 


Old Colony Shoe Co., Brockton, Mass 

Packard, M. A., Co., Brockton, Mass. 

Paristyle Footwear Mfg. Co., Ine., 
York Cit 

Powell & Campbell, New York City 


Reynolds, Bion F., Brockton, Mass 
Richards & Brennan Co., Randolph, Mass.. 
Roberts-Johnson & Rand, St. Louis, Mo.... 


Saks, M. J., Shoe Corp., New York City.... 
Schwartz & Herder, Inc., Phila., Pa 
Shaft-Pierce Shoe Co., Faribault, Minn.... 
Smith, Wm. Summer, Chicago, Ill......... § 
Stacy-Adams Co., Brockton, Mass. 

Stern, R., & Co., New York City 

Swan Shoe Co., Baltimore, Md 


United States Rubber Co., New York City.. 


Weiss, J., Shoe Co., New York City 
Weyenberg Shoe Mfg. Co., Milwaukee, Wis. 


LEATHER AND OTHER MATERIALS 


American a of Leather bene Boston, 
Mass. 


Deauville Import Corp., New York City.... 5 
Evans, John R., & Co., Camden, N. J....14-15 
-Gallun, A. F., Sons Corp., Milwaukee, Wis.. 34 


Hale, Alfred, Rubber Co., No. Quincy, Mass. 11 
Hubschman, E., & Sons, Phila., Pa. 


Kepner, C. D., Leather Co., Boston, Mass... 53 


Lawrence, A. C., Leather Co., Boston, Mass. 55 
Levor, G., & Co., New York City 


<p Leather Co., Trust, Boston, ™ 


Ohio Leather Co., Girard, Ohio 
Surpass Leather Co., Phila., Pa. 


Zapon Company, Stamford, Conn. 
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As far back as anyone 
in the shoe business can recollect, there have been in- 
stock departments. The idea has grown tremendously 
in recent years, however, and each year an increasing 
number of retailers are finding it advisable to draw sup- 
plies from manufacturers’ stocks. 

The idea of in-stock shoes grew from the peculiar 
needs of the shoe manufacturing business. Only a 
few years ago shoe selling by manufacturer to retailer 
was concentrated into two seasons of. three months 
each. Each selling season was followed by a period 
of manufacturing activity—and because there were 
peaks of production, there were also serious valleys of 
low production. To fill these valleys some magufac- 
turers conceived the idea of making in-stock shoes. 

The manufacturer was making the shoes for the sake 
of having something to manufacture, and not primarily 
because anybody wanted the shoes. It naturally fol- 
lowed that those shoes were disposed of as quickly 
and as profitably as possible. Sometimes the profits 
failed to materialize, but even if the shoes were sold at 
a loss they served their purpose. A small loss on in- 
stock shoes was less serious than a long period of shut- 
down. 

In the shoe manufacturing business it isn’t simply 
a question of overhead. All manufacturers have the 
same kind of machinery, and they can all buy the same 
kinds of materials, but they don’t all have the same 
kind of help. The chief difference between the highest 
price and lowest price factories is in the personnel. A 
long period of shut-down would destroy an organiza- 
tion which had been painstakingly developed over a 
period of time—and you cannot hold employees unless 
you pay them. Jf you pay them, you might as well 
make shoes. And that’s just what happened. 

The retailer in those days didn’t ask the manufac- 
turer to carry stock, so the manufacturer didn’t feel the 
necessity of consulting the retailer before closing out 
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Two Kinds of Stock Departments 


the stock. There was no attempt made to carry com- 
plete sizes during the retailer’s selling season. 

In recent years the retailer has begun to take an 
active interest in stock shoes. This is a natural result 
of hand-to-mouth buying. And some progressive man- 
ufacturers have decided that it is good business to 
render continuous and dependable in-stock service to 
the retailer. Unfortunately, there are still manufac- 
turers who talk about in-stock service in present-day 
terms, but do their thinking along the old lines. To 
them, a stock department is still a receptacle for shoes 
made during dull periods. 


Bauch manufacturers conduct 
their in-stock departments from the manufacturer’s 
viewpoint, and not from the rétailer’s viewpoint, 
failing to realize that the customer’s viewpoint is the 
principal factor in shaping the policies of every suc- 
cessful business institution. Intelligent retail shoe 


~ merchants are learning more and more to distinguish 


between manufacturers who aim to serve their own 
needs and those who are sincerely trying to serve the 
needs of the retailer. 

Successful merchandising of in-stock shoes calls for 
the closest cooperation between manufacturer and _re- 
tailer. The manufacturer who profits most from his 
in-stock department will be the one who studies most 
carefully the needs and requirements of retail mer- 
chants. The retailer in turn can aid the manufacturer 
by informing him fully of his needs and by giving his 
business to manufacturers who show a willingness to 
co-operate by supplying the kinds of shoes and service 
that retailers must have in order to meet the exacting 
merchandising necessities of this exacting period. 
There never was a season when such close cooperation 
between manufacturer and merchant was more vitally 
essential. 
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THE VARSITY TAP OF 1930 
7088—Brown Calf > Scotch Grain 
—Jingle Heel - - - - $3.50 
7087 —Black Calf mn Scotch Grain— 

Jingle Heel 3. 





BETTY 
4070—Mest ve with Vi- 
+ $3.35 6423—Mat Calf with Gun 
4071—Bre aBegre.ce alf with Kid - - - 3.83 
al. s ; «63:35 134 Penne with cis 


7083—Black Calf with 
Mia 


mi in Fineie 
Football ingle 
Heel - $335 

7086—Brown Calf with 
Mi 











HUTH&JAMES SHOE MFG. CO. 


Milwaukee-Wisconsin 
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h Brand New Littleways 
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- $3.50 
- 3.85 
3.85 







Patterns permitting of two tone expression are 
now selling most readily when these contrasts 
are brought out through the natural and inher- 
ent beauty of Rajah and Ring Lizard .. . Size up 
on these new styles now! We carry them in ee 

stock from AA to C.... Write or wire now. ical 




















G15—Mat Calf with Rin, aap heehee + $3.65 
Gi6—' Brown Calf with Ring Lizard—15/8 Cotes Vieed- 3.65 


SMART STEP SHOE MFG. CO. 
Division of Huth & James Shoe Mfg. Co. 
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You're in the Egg 





ae 
Nw quit arguing, Jerry, 
we're not—you hear me, I said not—buying your shoes 
nor anybody’s in seventy-two pair lots.” Charley Bow- 
man turned his thumbs down eloquently. 

Jerry Wilkins only laughed, for such outbursts no 
longer worried him as they did during his first few years 
on the road. 

“Have it your own way, Charley,” he said, “but you'll 
never make money any easier. Remember we're giving 
you an extra 3 per cent, 5 instead of 2, and 60 days 
extra dating on straight two case orders. That’s fifteen 
cents or so on every pair, one hundred and fifty dollars 
on a thousand pairs. Just for saying ‘Yes’ instead of 
‘No.’ And discount, you know, is all net profit. 

“But you turn up your nose like nothin’, You 
retailers are all afraid to have enough shoes. Yet that’s 
what customers want to see is shoes, plenty of shoes, 
lots of styles. They don’t like to deal with a two by 
four concern.” 

Charley Bowman pushed a chair over toward the 
traveling salesman and opened a box of for-customers- 
only cigars. 

“Sit down a minute, Jerry,” said he, “and [’ll tell you 
a funny story. 

“A couple of years ago we were placing our fall 
order for one of our regular lines of men’s shoes. Our 
budget said we should receive 300 pairs in August, 200 
in September, and 100 in October. That’s in this one 
particular selling price, you understand. 

“The traveling man was a smooth and persuasive 
hombre, something like yourself. He said it was a 
shame for a fine concern like Bowman and Son to 
dribble shoes in like that. Besides, his factory was 
overwhelmed with business and if we didn’t specify 
early deliveries we might not get our shoes on time 
anyway—vou know the line. 


Jim Bowman says: 


“We believe in small 

orders but lots of 
y) 

them. 


That's a good tule for 
shoe buyers to keep in 
mind this season. 


wr wr YS 


“So as a special favor to us, he said, he would let the 
whole 600 pairs come in Aug. | and date the bill Nov. 
1, payable in December. He said the same as you, that 
folks want to see plenty of shoes, and with a bigger 
showing than usual we'd make a whole lot of extra 
sales. 

“Moreover, those extra sales would produce excep- 
tional profit for they would be the ‘top 10 per cent of 
the business,’ where everybody says the profit comes 
from. 

“In fact we more than likely would sell the entire 
lot out before the bill was due, so he said. We really 
wouldn’t have a cent invested in those shoes. Get 
the point? Doing business on the factory's capital. 

“That suited us fine so we let the whole 600 pairs 
come in Aug. 1. The boys were delighted. Customers 
too, We all realized how easy shoes sell when you have 
plenty of new ones. Nothing to it at all. 

“August showed a good 10 per cent gain in that 
one price, while the other prices held even. So we 
knew those extra shoes did it. Counting the stock we 
found we had sold 70 more of those brand new fall 
shoes that August than we had of new styles the previ- 
ous August. Seventy ‘extra’ sales were quite worth 


while. 


S, we were all wild 
about the experiment—all but Dad here. He figured a 
while on his own hook. Then he showed us that since 
our new shoe sales had increased 70 pairs and our total 
sales only 20 pairs, therefore the sales of our older stock 
must have decreased 50 pairs. See, like this: 


Previous This 
Year Year 


50 pr. 120 pr. 
150 pr. 100 pr. 


220 pr. 


increase 70 pr. 
decrease 50 pr. 


Sales of NEW Shoes 
Sales of OLD Shoes 


Boot aND SHOE RECORDER 
combining THE SHOE RETAILER, Sept. 20, 1930 





Business, Mr. Shoe Man! 


By MURRAY C. FRENCH 
VV Vv 


“Yes sir, Jerry, we'd all—all but Dad—forgotten 
about the 800 pairs we already had on hand Aug. 1. 
So it was plain as day that at least 50 of those 70 
pairs we thought were ‘extra’ sales, were made to men 
who would ordinarily have bought the older stock. 
And those 50 old shoes were one whole month older 
and consequently that much harder to sell. 

“September went about the same but you should 
have witnessed October! The boys forgot all about 
their easy August and they howled because they had 
no new shoes to sell. 

“The ‘extra’ sales our live August windows pulled 
in were outnumbered by the lost sales our dead October 
windows drove away. Nothing but stale shoes there. 
Our three months’ sales were less than usual and our 
stock was older than usual. 

“T’ll say this for Dad, he didn’t approve of the thing 
from the start, but he let me have my bullheaded way.” 


Bu Jerry Wilkins was 
not so easily downed. “Gentlemen,” he said gravely, 
“Charley’s tale has its points. However, you doubt- 
less realize that many a successful retailer’s profits 
consist mainly in discounts taken. I’m offering you an 
extra three per cent and I’ll venture if all your factories 
did the same this year you would make an unheard-of 
profit. I'll leave it to your father.” 

“Since you bring me into this argument,” old Jim 
Bowman said, “suppose I tell you a story too. 

“Maybe you didn’t know it but when I was a kid 
I was in the egg business. I always knew about how 
many eggs I could sell every day so I would buy about 
that many every day. Nothing complicated at all, And 
I made a fair living. 

“Then every once in a while some slick salesman 
would get me all enthused 
about the big money I could 
make by quantity buying. 
He would offer me a big 
discount or a long dating 
for an order two or. three 
times my regular quantity. 

“Naturally I tried that a 
few times, but I soon 
learned that eggs spoil just 
as fast whether the discount 
is 1 per cent or 10, whether 
the bill is due today or in 
sixty days. Those things 





egg, much less to the boarder who eats the egg. 

“T discovered every stale egg was a fresh egg once. 
It became stale not because of any fault in the egg nor 
in the hen that laid it, but simply because I bought 
more fresh eggs than I could sell while they were still 
fresh. It was my fault. 


6 

Then after | got into 
the shoe business it took a lot of hard knocks to teach 
me that shoes are no different. They go stale just as 
surely and almost as fast as eggs. People have the 
same craving for stale shoes as for stale eggs. And 
we can’t fool them by tacking a ‘strictly fresh’ sign 
on something six months old. That’s why we try to 
buy only as many shoes as we can sell while they are 
still fresh.” 

“Your story makes splendid listening,” laughed the 
unsinkable Jerry Wilkins, “but your application of it to 
the shoe business is—well it’s rotten. 

“Any schoolboy can tell you that if you buy 100 
pairs you can’t sell 110 pairs. Are you satisfied with 
last year’s volume? No. Then you must buy more 
than you sold last year or you'll have no increase. That’s 
kindergarten stuff.” 

“Jerry, my boy,” the old shoe merchant answered, 
“35 simply buying more always resulted in selling more, 
then all shoe dealers’ problems would vanish. But un- 
fortunately the opposite is the case. Theory says, “Buy 


(TURN TO PAGE 84, FLEASE| 





make no difference to the 
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In-Stock Shoes Speed Turnover 


Knowing How to Play the Stock Game in Co-operation 
with the Manufacturer a Big Help to Merchants 


By HUGH THOMPSON 


— 


pressure for better turn- 


stock so that I could size 
them every week I would 





over of stock has created 
a demand for in-stock 
shoes that is steadily in- 
creasing. That it is a 
great help to the retailer 
to have at least a part of 
his stock in lines that can 
be sized up in a few days 
goes without saying. 

In-stock shoes for boys 
and girls and for men 
are available in even the 
finest grades and in such 
variety that it is quite 
possible to buy al) of 
these shoes from stock 
for the average store. 
‘These in-stock lines fre- 
quently make it possible 
for the store to carry a high grade line with profitable 
turnover that would be quite out of the question if the 
shoes had to be made up to order. 

Only recently the writer talked to a dealer in a small 
town who was showing one of the highest grade men’s 
lines. It did not seem possible that there would be 
sufficient volume to warrant carrying a line of sizes, but 
it was a nationally advertised line and the dealer told 
me he sized every week from stock and the results were 
very satisfactory, both to him and to the makers of 
the shoes. 

Even in those stores where individuality must be 
mantained and shoes made up and stamped to store 
specifications it is possible to have at least a part of 
the lines from stock and even a moderate percentage 
of these in-stock lines is a material help in keeping stock 
at the minimum and at the same time insuring a full 
run of sizes at all times with better turnover. 

One dealer, doing an annual business of about 
$50,000 in high grade shoes for women in an apparal 
shop, told me that the business was not profitable be- 
cause he could not keep up sizes in a sufficient range 
of styles without being overstocked. He said: “If I 
could buy even 15 per cent of my kind of shoes from 


“We have sold over 1200 pairs of this shoe in the past year. 


size it every week, sometimes oftener. We are going ta continue 
it next season, just as it is. 


have a very profitable 
business and J am sure | 
could increase my volume 
at least $10,000.” 

Shoes for women are 
more difficult to supply 
from stock because of 
the rapid and radical 
style changes, but a great 
variety of shoes for 
women may be had in 
grades retailing up to 
$10. Particularly in the 
health of corrective class 
of welts there are many 
good lines which may be 
bought from stock with 
the added advantage of 
national advertising. The 
demand for this type of footwear is active and is in- 


We 


creasing so that it would seém that every shoe store or 
department might profitably feature a line of this kind. 

There are still. a good many shoe men who are set 
against selling any named or branded shoe. One dealer 
said to me a few weeks ago that he would not have a 
shoe in his store that carried any name other than his 
own. It is an old established store, doing a good busi- 
ness, but it has made little or no progress in the past 
ten years. 


i. seems to me that anything 
that will stop the loss of sales because of the lack of 
the proper size deserves encouragement to the fullest 
Having the proper size for every customer in 
a style that is reasonably correct is more important 


extent. 


than a slight difference in the detail or pattern. This 
has been amply demonstrated by those who have tried 
out in-stock lines. 

One dealer showed me his record on a man’s black 
calf oxford. There was nothing outstanding about it. 
Just a plain, ordinary black shoe with a medium toe at 

[TURN TO PAGE 84, PLEASE] 
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nother Value 
riumph-- 


EXPE 
WORKMA 


Style No. 6333, illustrated above, is of 


black calf, built on the Zip Last. 
Widths A, B, C and D. Same 
in tan calf—No, 6323, 


‘ 
“te ial 


No. 8742—$2.90 
Boys’ Black Calf, Ardmore Jr. 
Last, in Stock C and D. 


No. 8704—$2.90 
Boys’ Black Calf, O°Boy Last, 
In Stock C and D. 
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No. 6559—$3.35 
Black Cal}, Ardmore Last, Black Calf, Rocker Tread Last, 
In Stock BC and D 


4» WEYENBERG 


ARTg 
a ACHES ENS 
COMFORTABLE LASTS 


HERE is a definite demand for arch 

supports in every community. Make 
this demand a vital part of your business 
by meeting it with the popular priced 
Docto-Pedic line. It carries extra value 
features that attract new customers and 
retain the confidence of old buyers . . . 


Write for complete catalog of Docto- 
Pedic styles. A post card will bring 
our salesman to your store. 


WEYENBERG SHOE MANUFACTURING CO. 


MILWAUKEE, WISCONSIN 


No. 6435—$3.35 No. 6455—$3.35 
Black Calf, Glide Last, 
In Stock ABC and D. 


No. 6323—$3.35 
Tan Calf, Zip Last, 


In Stock ABC and D. In Stock ABC and D. 





You're in the Egg Business 


[CONTINUED FROM PAGE 81] 


more that you may sell more.’ But 
once you have all your capital invested 
in stock you find you must ‘sell more 
before you can buy more.’ 

“You went to the wrong kindergar- 
ten, for you can buy 20 pairs and sell 
100 pairs if you buy 20 pairs often 
enough. But human nature makes us 
all want to be known as ‘big buyers.’ 
We despise pikers. 

“So after we have put down on our 
order sheet exactly what we need, it’s 
nard to resist adding a few pairs here 
and there ‘to make a full case,’ or ‘to 
make it worth sending,’ or ‘to make the 
express less on each pair.’ 

“That’s cowardice, rank cowardice! 
No, sir, Jerry, we’re not proud—nor 
cowardly—that way. That’s why we 
have this reminder on our order book: 
Don’t be a Small Order Coward; Re- 
member We're in the Egg Business. 
We believe in small orders but lots of 
them.” 

“Yeah, and you timid retailers who 
clutter up the factory with small or- 
ders are making shoe cost more to 
everybody,” snapped Jerry. 

“What do we care? The retailer does 
better to pay a quarter more for shoes 
he needs than a quarter less for shoes 
that overload him. That quarter in 
what you might call ‘need insurance.’ 

“Don’t forget that when the manu- 
facturer carries our surplus he pays 
all the rent, heat, light, interest, taxes 
and overhead on that stock. And in 





addition—here’s the important point— 
he takes all the risk of our not want- 
ing the shoes after all. Shoes we need 
are cheap at most any price; shoes we 
don’t need are dear at any price. 

“And at best we find it’s not so easy 
to tell precisely what we need and 
what we don’t. Therefore, the smaller 
the order the safer it is. 

“Furthermore—now listen to this— 
the fact that a new line sells rapidly 
at a good profit does not mean at all 
that. it was a wise purchase. Take the 
600 pairs Charley told you about. They 
sold exceptionally well. 

“But there were so many of them 


‘all at once that they overshadowed the 


older stock to such an extent that the 
profit on the new shoes was eaten up 
by the depreciation on the old. 

“So we have decided to judge every 
purchase by these two standards: 

“First—Will it sell? 

“Second—wWill it hinder the old stock 
from selling? 

“The egg merchant always puts to- 
day’s eggs at the back and sells yester- 
day’s eggs first. He knows that if he 
buys too many eggs today he’ll have 
stale eggs next week. No getting 
around it. 

“There’s no such thing as too much 
old stock except as a result of too much 
new stock some time previous. 

“There’s a rule that holds good re- 
gardless of discounts or dating—in the 
shoe business or the egg business.” 





In-Stock Shoes Speed 


Turnover 
[CONTINUED FROM PAGE 82] 


a popular price. He said that shoe had 
outsold any shoe in his stock. He 
showed me size orders for every week, 
sometimes two in one week. The larg- 
est order I saw was for 25 pairs, but 
his sales on that shoe for three months 
were over 400 pairs. I asked, “How do 
you account for such free selling?” and 
his answer was: “The men know 
they can go to this line and find the 
size.” 

This was an unbranded shoe which 
the manufacturer made up and left 
without sock lining. When orders were 
received he put in the customers’ own 
sock lining and packed them in the 
dealers’ own cartons so that they did 
not interfere -with the general scheme 
of the stock. Many manufacturers are 
doing this sort of thing. 

Another dealer showed me a rather 
simple one-strap shoe for women. This 
was a welt shoe of a well known na- 
tionally advertised line. A brown kid, 
medium toe and heel, in the corrective 
class. This is what he told me: “We 
have sold over 1200 pairs of this shoe 
the past year. We size it every week, 
sometimes oftener. We are going to 
continue it next season, just as it is.” 

This is a good place to say that it 
often does not pay to size up shoes that 
have to be made up to order. But it is 
equally true that in-stock lines do not 
help much unless you do size up, and 
the longer you can continue a line the 
more helpful it will be. 








A Useful Order Form 





Shipping 
Date 
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Total 






























































































































































Leath 
Description: ane, 





Pattern | Last 


Sole 





Heel | Lining 


Vamp Tip Quarter | Finish 











Detailed instructions as to sizes and shipping speed delivery of in stock shoes. 
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